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An Exchange of Ideas and Methods 


The columns of “Boot and Shoe Recorder’’ are always open for new methods and ideas in shoe merchan- 
dising. Have you something to submit either out of your own experience or from your studies for the devel- 
opment of your own business? Have you any ideas or plans that look good on paper and which you would like 
to see tested out? 

What is your idea of the evils in shoe merchandising today, and what would you suggest as points for im- 
provement? Have you any special problem on which you would like either the editor’s or some other merchant’s 
ideas? In what way can your business be helped? 

The “Recorder” not only co-operates with merchants at all times, but will shortly establish a department 
where merchants can co-operate with each other in the points we have named. 

Send your hardest’ problem, or your best opinion, or some happy solution to a problem to the Editor. 
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As to the prospects and future 
conditions in the shoe trade, I think 
one man’s guess is as good as another’s. 
We all know that prices have been ab- 
normally high, and lately have been 
advancing rapidly. 

It would therefore seem that the 
present was an opportune time for 
shoe retailers, shoe jobbers and shoe 
manufacturers to take concerted ac- 
tion to use materials in shoes other 
than leather. In fact, this it seems to me is the only method that can be pursued 
in order to prevent the prices of shoes becoming almost prohibitive to the work- 
man who has a large family depending upon him for support. 

The use and sale of substitutes for leather should be encouraged in the use 
of outersoles, in the use of heels, innersoles and counters. Cloth tops should be 
used in uppers, especially in the lower grades. 

At the present time the demand for leather seems to exceed the supply, and 
will probably continue so until the end of the European War. After which, in my 
judgment, prices will again gradually become normal. 

As to volume of business, I believe that shoe trade will have a splendid busi- 
ness so long as the European War lasts but manufacturers especially should be 
careful in figuring their shoes and not sell large quantities for future delivery’ 
unless they have covered on raw materials, and have a large portion of that 


material in their factories. 
td har ttn 


The A. S. Kreider Co. 
Annville, Pa. 
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The Leather Man Turned “Trader” 


REMARKABLE change in attitude 
of buyer towards seller has developed 
in the trade—possibly it is one of 
the reasons at the root of present 
high prices of leather. Who was it, 
a couple of years ago that occupied 
the place of ‘‘begging for business’’? 
Who was it that stood for lots of abuse and 
was in no position to hit back? The Leather 
Man. 

It was usually the case of the shoe manufacturer 
beating the leather man down a couple of cents and 
registered kicks on the quality of stock furnished, 
asking allowances and rebates and taking all the time 
he wanted in the payment of invoices. This is at least, 
what the leather man says was the condition in those 
days. 

Now what of today? The leather man is on top, 
and it is the seller of leather who swings the power. 
Perhaps he does it with a high hand. At any rate the 
manufacturer is in the position of pleading for stock 
and listens to quotations which are subject to eleva- 
tion within the hour. Demands so overpower supply 
that the leather man sits back, asks what he wishes 
and what is more, geés if. He is reversing trade pro- 
cedure. He is giving the manufacturer a bit of his own 
medicine. He is profiting greatly. 


We don’t want to go on record as saying the leather 
man is arrogant but he certainly feels that his former 
experiences give him the right today of the “worm 
who turns.” 

We are not saying that this attitude is responsible 
for higher prices, but perchance it has an influence. 
The tanners meet this week in Chicago and there is 
every reason to believe that the session will be on a 
par with a convention of bankers. They are getting 
a good taste of profits and they are “passing the buck” 
as was so cleverly cartooned in last week’s 
“Recorder.” 


All manner of investigation fails to show collusion 
on their part in prices and there is no loophole evident 
with which to puncture the leather market. As long 
as the demand continues both here and abroad, the 
trade must look for higher prices. The one hope is in 
the utilization of alternates for leather, a conclusion 





heartily to be desired in these days of soaring 
prices. 


A Business Move That Won 


Concerning the recent remarkable election, we have 
no opinions to express based upon partisanship, nor 
have we, at any time, taken sides upon politics 
in general, except as politics may find reflec- 
tion in business. Nor are we desirous of making 
any post-mortem inquest. We believe, however, that 
one feature may well be considered by readers of all 
shades of political belief. The principal theme and 
topic of it might be stated thus: ‘“‘While you cannot 
successfully mix politics with business, you can, and 
should mix more business with politics.”” That is to 
say, more efficiency, more energy, more ability to 
really GET THINGS DONE! 

It would be easy to enumerate a dozen causes, any 
one of which might be credited with having turned 
the scale of victory in the astonishingly close presi- 
dential contest. None of them is more important, we 
fully believe, than the record of laws enacted within 
the past four years. Some have been bitterly con- 
demned, and will be further condemned, like La Fol- 
lette’s shipping bill, and the Adamson law; but there 
were others more creditable, like the banking law, the 
rural credits law and many others. 

They were put through mainly because the presi- 
dent built a fire under congress, and compelled ac- 
tion—held reluctant and jockeying members there at 
Washington for months and months beyond the usual 
length of sessions, and ‘“‘bossed” them to the Queen’s 
taste. Whatever may be thought of his motives, there 
can be no denying that this was a “‘good play.’”’ The 
record of accomplishment made it very hard for the 
Republican orators to start an argument, when this 
year’s campaign opened. 

A good sport likes to see a good play made, even if 
it is at the expense of his favorite team; so we think 
that even those who may be politically opposed to 
the president will admit that he did make a good play, 
in swinging the whip as he did, and getting things 
forced through congress. He was relentless, tireless, in 
driving forward the ruling majority, to the enactment 

(Continued on page 29) 
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New Patterns and Tops 


When Style Experiment Gives 


Way to Style Certainty 


O trace the progress of a pattern is 
an interesting study. Shoe men 
should learn how to note the prog- 
ress of its popularity first in the- 


samples _ sent _ it 


Zam 
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out by its orig- 
inator;  sec- 
ond in its adoption by other 
manufacturers and third, in 
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retail merchants. 

Some time ago we had occasion to show the path 
of style progress of the Gypsy seam boot. We showed 
its development from the diamond tip and the front 
seam line, to its final stage as an exact replica of the 
shoe worn in the early ‘40’s’. The Gypsy seam boot 
had all the elements of vigorous style change. It was 
but to a very slight extent in line with shoe patterns 
prevailing at that time. To get away from standard 
lines such as the full foxed, three-quarter foxed, or 
full quartered boot, is to create a style distinctly dif- 
ferent and bearing the marks of originality. 


Side Seam Line Effect 


On the front cover of this week’s issue and also on 
this page we are showing a development of the side 
seam line which may develop into a pattern and top- 
ping effect to equal the run on the Gypsy seam boot. 
You will note that the quarter comes around to a 
straight line between the waist of the foot and the 
center of the shank. Pull the same line a bit higher 
up and you get a more pronounced pattern of the 
same model. 


Originated by a Woman 


Now it wasn’t a shoe man who originated this pat- 
tern. Some six months ago Upham Bros. Co., con- 
templated the manufacture of women’s shoes in a 
factory which had for years been devoted to the man- 
ufacture of men’s shoes. Today both men’s and wom- 
en’s shuves are made in this factory. Prior to the build- 
ing of a line of samples a fashion expert in New York— 
(a woman who runs a fashion show which tours the 
country) was employed to design footwear. Naturally 
her knowledge of patterns and tops was not restricted 
to the lines which the shoe trade had always contended 
must be reconciled in every shoe pattern to make it 
practical as well as salable. She took her pencil and 
somehow or other developed this new pattern effect. 
The first shoe of the three here shown is the sample as 
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produced on her design. Note there are no sharp, 
hard, straight lines. 


The Style as An Experiment 


The sample as produced was in every respect an 
experiment. It was subject to testing and after num- 
erous fittings on models, it was submitted to the re- 
tail trade. Other manufacturers, noting the novelty 
of the pattern, altered it to some extent and in- 
corporated samples in their own line. Already we have 
noted twelve such samples in twelve different lines. 


Still to Be Translated Into Button 


As men experiment along on a pattern, they en- 
deavor to incorporate it into shoes of other adjustment 
than the original, and we now see it in the button boot. 
But as yet its acceptance as a style in the button boot 
is problematical, for it has the button flap to contend 
with, breaking the side line effect. What we show on 
this page is a foxing line on a button pattern boot 
harmonizing with the side line on the lace boot, but 
not as yet extending into the upper. 

The period of style certainty will come only after the 
shoe has met with popular demand. 


A Time for Vigorous Style Lines 


Shoes of this character—radically different from 
the rest—are subject to intense popularity for a short 
time and if the merchant carefully watches the path 
of sales on his daily stock record sheet, he can safely 
tell when to re-order and when to stop. This is the fate 
of all patterns which are decidedly different. There 
are wonderful possibilities in the development of styles 
which are radically different as the apparel stores 
have learned to their profit. 

The remark has often been made that what the 
shoe trade needs is more vigorous patterns—is it to 
come from without or within the trade? 
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A Turn to Cloth Imperative 


Important Subjects of Leather, Prices and Styles Covered in “Trade 
Night” of the Boston Boot and Shoe Club 


SSG) T the 189th regular dinner and annual 
“Trade Night” of the Boston Boot 
and Shoe Club, held at the Hotel 
) Somerset, Wednesday evening, a spir- 
it of optimism regarding the future 
in the shoe trade prevailed in the 
attitude of every speaker. The key- 
note of each address seemed to be the salvation of 
the trade through a more intelligent adherence to the 
principle of selling upon the basis of replacement 
values, particularly in the retail field. 

Elisha W. Cobb, president of the Boston Leather 
Trade Benevolent Society, said that at the present 
time hides are nearer a corner than ever before in 
the history of the trade, due to the English, embargo, 
the foreign demand and other causes. Germany will 
buy hides without a prospect of their being delivered, 
and pay storage on them in anticipation of the end of 
hostilities. 

Illustrative of the attitude of England he told of a 
personal experience with an English buyer. This 
buyer cabled, on November seventh, an offer of 39 
cents a pound for twenty-five tons of a certain grade 
of leather.- Mr. Cobb cabled back that the price would 
have to be 40 cents. The English buyer replied that 
unless he could have fifty tons at the price offered, 
trade relations would have to be severed, to which he 
received the reply that it was impossible to sell at 
that price. Aimost immediately came a return cable- 
gram: ‘Make it seventy-five tons, and will pay 44 
cents.” 

Hollis B. Scates, manager of Wm. Filene Sons Co. 
shoe department, said that a more strict adherence 
to the principles of selling on the basis of replacement 
values was the only solution of the problems arising 
in this period of re-adjustment and uncertain values. 
Some boys’ shoes, purchased almost a year ago, and 
sold on the basis of a profit on the purchase price, now 
need replacement. Mr. Scates says that on this basis 
of replacement, it will cost him some ten or fifteen 
cents more per pair for the same shoes. This means, in 
order to make a profitable sale, ‘‘jumping the customer 
out of his shoes,”’ as he expressed it. The same prin- 
ciple is to adhere strictly to the idea of replacement 
values, to ignore the bugaboo of competition, and to 
educate the public to face the situation as it is. 

Ex-President Alfred W. Donovan, who is also 
chairman of the Massachusetts State Board of Labor 
and Industries, took the strong stand of the evening 
for the idea of replacement values. As an illustration 
of the error of the opposite method he told of a per- 
sonal experience in a retail shop while on a trip through 
the middle West. 





Wishing to purchase a pair of opera boots he went 
into the store and asked for a pair of his size. When he 
was fitted he asked the price. 

‘Well,’ the salesman said, with an attitude of 
humble apology, “I’m afraid I'll have to charge you 
five dollars for them. I know it’s high, but the cost 
of materials is way up, you know!” 

Mr. Donovan asked how many pairs were in stock 
and then vehemently told the man that if he wanted to 
sell the lot at five dollars per pair to pack them up and 
ship them back to the manufacturer, who would be 
glad to pay him five dollars for them. “And,” he 
added, “if you want to order some of them back to- 
morrow, the manufacturer will charge you $8.50. I 
know, because I manufactured those boots.” 

Thirty dollars may be the price for a first-class pair 
of shoes made entirely of high-grade leather in a few 
years. If buyers demand shoes ef all leather they will 
have to pay a round price for them, he said. Within 
three months the majority of women’s shoes manu- 
factured will have cloth tops. 

“There is no need for leather for shoe soles next 
to the ground. Rubber soles and those made of fibre 
are better in every way than the average sole leather. 
Manufacturers have got to use such substitutes in 
the future if they are to keep shoe prices down. 

E. J. Bliss, president of the Regal Shoe Company, 
spoke upon the necessity for adherence to ideals in 
this period and predicted much higher prices in the 
future. 

Major Cahill, in an informal way, related some of 
his experiences in the mobilization of the State troops 
for duty on the border, and of the service on duty 
there. He spoke strongly in favor of more adequate 
preparedness, and was warmly applauded. 

Before dinner the members of the club tendered a 
reception to Maj. Charles T. Cahill, adjutant of the 
2d Massachusetts brigade, and the following officers 
in the Massachusetts national guard who are identi- 
fied with the shoe and leather industry: Maj. Francis 
Meredith, 5th Mass. inf.; Maj. Benjamin B. Shedd, 
coast artillery corps; Capt. Frederick C. Kean, 5th 
Mass. inf.; Lt. John R. Sanborn, troop A., and Lt. 
W. C. G. Kimball, battery B. 


Death of Maine Manufacturer 


The shoemaking industry has lost one of its best 
known members in the death of Col. John E. Ashe, 
head of the Ashe, Noyes & Small Co., of Auburn, 
Maine. Colonel Ashe in point of years was the oldest 
shoe manufacturer in the state, and was one of Maine’s 
most prominent men in Grand Army circles. 
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HE social season usually starts in 
November and continues well into 
March. This period of fine slipper 
merchandising presents to the sales- 
man an opportunity to greatly in- 
crease his sales and test his skill in 
FITTING. 

Wedding slippers, party slippers, platform slippers, 
and even the boudoir slipper calls for care and judg- 
ment in fitting—by care we mean keeping them clean 
when being fitted. 


A Special Slipper Department 


Before going on, let us suggest a way to keep them 
in stock. Many stores now have installed an EVE- 





How to Handle Slippers of Delicate Fabrics 
and Colors 


NING SLIPPER DEPARTMENT for the proper 
stocking of delicate evening slippers. A cabinet is 
divided into three sections, or may be enlarged to 
any number of sections as the requirements of the 
store make necessary. 

Section No. 1 on the left carries satin slippers; sec- 
tion No. 2, kid slippers; Section No. 3, novelties, etc. 

At the bottom of the cabinet have a large drawer 
for slipper trimmings, buckles, rosettes or any mis- 
cellaneous slipper ornaments. A small drawer to con- 
tain white fitting gloves, French chalk, measure tape 
and shoe horn. Below the drawers a wide shelf cov- 
ered with white felt, held in place with glue, or a row 
of brass headed tacks, the latter gives a more attrac- 
tive finish and is more lasting security. 
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Fitting Evening Slippers 


Lesson No. 4.---Recorder School of Retail Shoe Store Salesmanship 


Under the shelf a mirror and on the floor, below 
the mirror, a fitting mat. This mat, when not in 
use, may be hung up at the end of the case by loop 
provided; on the mat may be lettered the firm name 
or the words EVENING SLIPPER DEPART- 
MENT 

Arranged for Better Service 


This gives you a specially arranged department 
where you may receive customers who may be intend- 
ing to purchase evening or party slippers. The very 
exclusiveness of this department will create an im- 
pression that will be favorable. 

The try-on mat will save considerable depreciation 
on rainy days with very little added expense to the 
store. 

As regards the wearing of fitting gloves, salesmen 
may object to “livery” but be that as it may, the sug- 
gestion is worthy of consideration. 


How to Handle Delicate -Slippers 


Grasp the top lift of the heel between thumb and 
two fingers (see illustration); this keeps the moist 
hands from the delicate slippers. When putting the 
slipper on the foot let it rest on the four closed fingers, 
the index finger resting against the breast of the heel: 
with the right hand insert the shoe horn in the heel 
of slipper, then press with left, while you pull with 
right, or shoe horn hand. Always use a thin shoe horn; 
it takes less room, is more flexible, and less liable to 
hurt the heel of the customer. Be as gentle as possible 
in fitting—no matter how you may feel. 


Be Guarded When Fitting Satin Slippers 


Do not fit satin slippers tight—the same caution 
applies to silver and gold cloth—satin will crack 
easily and gold or silver cloth will pull apart if too great 
a strain is put upon it. If it were not for the lining in 
gold and silver cloth, which serves as a backing, the 
materials, while beautiful, would be unfit for footwear. 


An Evolution of the Tie 


Slippers that offer the least resistance in fitting are 
the ribbon fastened or Theo Tie Slipper. The original, 
a simple Opera slipper with this difference—the quar- 
ters instead of running straight, tongued up on each 
side, forming a tongue or lap, running over instep with 
an eyelet hole through which satin faced or gros grain 
ribbon was passed, tying in a double loop bow over 
instep. The more modern Theo may be termed a 
Semi-Tango, which is ribboned over waist, instep, heel 
and above ankle, finally winding just below the calf 
and fastening in a pretty bow around leg. This pat- 
tern may be called a Modern Theo and affords splendid 
fitting qualities, as there is no trouble making them fit 
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closely at side. They cling to the foot and make an 
ideal dancing slipper. 


These Are Troublesome to Fit 


Scuffs, mules and D’Orsey slippers come in line as 
being troublesome or slow fitters. 

The mule, like its namesake, is a stubborn propo- 
sition to fit. Fit them a width fuller than other 
slippers for the reason that the top of the vamp almost 
always binds, preventing the foot entering easily. Fit 
a B foot toa C Mule isa safe rule. 

If you have a real “‘mulish’”’ case, where the instep 
is abnormally high, see if it is practicable or accept- 
able to the customer to slit a quarter inch in center on 
upper edge of vamp and cover with fluting of narrow 
ribbon or use an ornament of some sort. 

The Scuff—well, it’s just stick the foot in, only be 
sure that the sole of the scuff comes out flush with 
heel of foot. 

The D’Orsey may be treated in fitting much the 
same as a mule. The D’Orsey pattern resembles in 
most respects a man’s opera slipper. 

Just a word about fitting carriage boots. They 
should be fitted large and carried in stock in sizes 5 to 
8—possibly 4 to 8—but look out on small sizes. Fit toa 
7 carriage boot over a 5 evening slipper or even larger 
—it depends on height of heel of slipper. When selling 
evening slippers it’s a good plan to suggest the neces- 
sity of carriage boots. They increase your sales and 
pay good _ profits. 


Keep Informed 


Study the society papers, the dressmaking journals, 
millinery journals and keep well informed and be ob- 
serving of women’s gowns—the colors—the combina- 
tions—the materials and the events in society—in 
your locality. Study harmony of colors and artistic 
effects. If your store sells hosiery show it up when sell- 
ing fancy slippers. Show the “how and why” and you'll 
be surprised at the impression you'll make on your cus- 
tomer. They want suggestions—be informed on “‘cur- 
rent events” in fashiondom and you'll easily break 
down the wall of resistance between your customer 
and the cash drawer. 

You may have occasion to make slippers to order 
from pieces of gown. Ask for 5-8 yard—’twill be 
enough—but better have more than enough than go 
shy... 

If there are any questions you'd like to ask, or if 
instructions are not clear, ask the editor of this series. 


A BUSINESS MOVE THAT WON 
(Concluded from page 25) 

of laws, many of which both parties were agreed upon, 
in principle. The consequence has been that the Re- 
publicans ruefully said, ‘‘Yes, but we intended to pass 
some such law,’”’ when the more creditable achieve- 
ments were mentioned. 

And that is probably true; there were a lot of things 


which everybody agreed ought to be done; revise 
the banking system, for example; but they were NOT 
done, until a very dictatorial man at the other end of 
Pennsylvania Avenue swung a cat-o’-nine-tails and 
drove things through. We suppose the Democrats 
in congress, left to themselves, would have dallied 
along, year after year, just as their opponents had 
done. 

The trouble is, in either congress or a state legisla- 
ture, that instead of organizing promptly upon busi- 
ness principles and proceeding straight to public 
work, too many of the members begin to spy about 
to see what they can do in the way of private work, 
in deals and dickering and all manner of log-rolling, 
animated not by public spirit but by personal greed. 
It would be unfair not to make broad exceptions: 
but there are enough men of this type, in both parties, 
to hold up public business, for weeks and months, and 
to fritter away whole sessions with a minimum of 
accomplishment. . 

And why should it be permitted? When men of all 
parties are agreed that certain things need changing, 
why should this infernal legislative inertia be allowed 
to block the wheels? Why should legislative bodies 
be permitted to dally with petty palaver and private 
bills, and fool enactments, when there are big ques- 
tions pressing for settlement? 

‘Send more business men to congress’; at least send 
more business methods there. So with the state legis- 
latures. There never was a time of greater need of 
sane, constructive, advanced business legislation. 
We have many things to do, and many also that need 
undoing; there is need of action. 


Burt Resigns N.S. R. A. Offices 


E. W. Burt, of Boston and Lynn, has sent to Sec- 
retary A. H. Geuting, his resignation, as chairman of 
the membership committee, chairman of the vigilance 
committee and organizer of the National Shoe Re- 
tailers’ Association. An enthusiastic association man, 
Mr. Burt retains his membership, however, and plans 
to attend the national convention in Cincinnati in 
January. 

In resigning these offices as well as the presidency 
of the Massachusetts Retail Shoe Merchants’ Asso- 
ciation, which he announced this week, Mr. Burt 
felt that the move was necessary in order to relieve 
the pressure on his time. Mr. Burt has given much 
time, energy and money to his association work, at 
considerable personal sacrifice, but in his letter to Sec- 
retary Geuting he expressed his desire to continue to 
co-operate in the work of the National Association. 


Gregory & Reed, Lynn, Mass., makers of McKay 
shoes for women, expect to start their new branch 
factory at Framingham, Mass., about Jan. 1. About 
1,000 pairs of McKay shoes will be made in it daily. 
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your hold on the public. 


Window Displays and Backgrounds 


Cleverness and good taste are window-building essentials. Embodying 
these features each week, the “‘ Recorder’s”’ window service will strengthen 
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Number Two 


The drawing here shown gives a back- 
ground and display idea out of the ordi- 
nary in attractiveness while avoiding rigid- 
ity of appearance, which is more or less 
commonplace. The valance and curtains 
form the key to the color scheme, which 
should embody the soft, warm tones now 
popular, contrasted against a flat, striped 
background of silver and gray or other 
appropriate combination. In connection 
with background treatment, it is well to 
send for catalogs of some of the leading 
decorative paper houses, and of the com- 
position board companies, to have ideas 
available for materials and colors at all 
times. Under the curtains a narrow shelf 
is arranged for a shoe display, while below 
this comes a wood paneled section with mir- 
rors. These mirrors can be set in separate 
sections and fitted together, thus provid- 
ing for their use in various ways in other 
window displays. The side sections can 
be built of decorated composition board 
obtainable in stock sizes, with curtains of 
the same color as the background, below 
the shelves. Another feature to carry the 
color scheme would be the placing of cir- 
cular pieces of felt or velvet of the same 
color under the display stands. The floor 
covering may be of gray or silver cloth or 
paper to match the flat background. 

Don’t crowd this window. Its effective- 
ness depends on good taste in display— 
and effectiveness will sell more shoes than 
a lack of good taste is likely to do. 


Number two is a variation in the treat- 
ment of the Colonial window shown Nov. 
4. The only accessories are a lamp, two 
fashionably dressed lay figures, a chair and 
some shoes. There should be little difficulty 
in obtaining the accessories, which mer- 
chants sometimes are able to borrow, but 
care should be taken in arranging the win- 
dow along the lines suggested so that the 
public will at once catch the idea of a well 
shod woman looking at other pretty shoes 
spread before her, while the man coming 
in is awaited by a varied line set out for 
his inspection. The shoes may be set out 
singly or in pairs as preferred; some mer- 
chants affect to regard a single shoe as for 
a one-legged person, and one-legged people 
are a minority. 

Color here is again desirable, especially 
at this season and with the shoe styles of 
today. The simple elegance of the back- 
ground will not permit too much color, so 
with a variety of colors in the footwear 
displayed, and a vari-colored lamp shade, 
with a red light, and preferably a dark col- 
ored leather chair, there will be sufficient, 
contrast to make the window a “puller” 
either day or night. 
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Attractive Show Card Ideas 


Hold the window in the people’s memory with the sayings of your silent 
salesman. The show card’s talk can be a sales-gainer. Grade up your win- 
dow cards with these ideas weekly. 


SHOW CARD WRITING 


Today’s cards contain ideas a sharp knife. The daily thought 
well worth working out. Pre- should then be lettered in white 
vious instructions on lettering, on a brown card, and slipped 
reviewed last week, makes that into place each day. After the 
part of their execution a simple large cut-out has been made 
matter. you will then have a daily chang- 

The design of number one ing window card with a mini- 
is preferably a cut-out, at the mum of labor. 
top, although a rectangular card A clean-cut type of decorated 
may be used. If cut from a light CO card is shown in number three. 
weight stock, it should be backed NT R A ST TH IS This can be worked up on stock 
to insure stiffness. The colors of a color to give proper con- 


are white and rich brown, either with the acme ak alain and trast to the window display. 


white a and — illustra- The decorative corners are 
tion and lettering, or better still, ed p-. : 
brown stock with white letter- elegance present round abou < a Goan 
ing and peerage If desired the reproduced from reading and 
“stocks” can be accented by advertisin f the “4 
, g pages of the “Re- 
properly placed knots and seams corder” as well as the general 
in the boards. This card and its magazi 1 Th 
h ; gazines and newspapers. e 
Puritan — contrasted shoes shown in the card is a good 
with the footwear luxury of to- example of h h 
; ‘ ; ple of how the show card 
day, is especially appropriate Number One man can get a little extra value 
at Thanksgiving time. from ‘Recorder’ advertising 



































Number two should be a’ cutout, following exactly the out- pages in addition to their service to the merchant as his style 
line shown. Straw-colored stock should be used on which and buying guide. 
the detail can be drawn in dark brown. Around the When the oval has been executed and the corners drawn, 
edge of the rectangle should be pasted the paper pump- the balance of the card cen be air-brushed in the same color 
kins which can be bought at _ the nearest book store. as the lettering, and a border drawn in the same color as the 
Inside this a space as indicated should be cut out with background of the oval. 


**Simplicity’’ should be the 


show card man’s first max- 





im. His product is essentially 
a business message presented 
attractively, and care should 





be taken to avoid mazes in 
color and design that only 








detract from the effective- 





ness of the thought to be re- 
tained in the reader’s mem- 
ory. The cards presented this 





‘week embody this idea. 





‘Number Two Number Three 
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While there is still considerable excitement in the 
leather market, there is not that feverish rush that 
has been noticed the past two or three weeks. There is 
the same tendency toward advance, but buyers are 
getting more conservative and in place of rushing in 
to buy everything in sight at any price at which it is 
offered, the tendency today is to buy what is actually 
necessary if possibly it can be bought, but not to spec- 
ulate by buying ahead. This has somewhat checked 
the steady advance which has been going on for some 
weeks. 

Another tendency is the diminutioa of foreign buy- 
ing. Prices have now reached such a high point as 
to deter foreign buyers, while many transactions which 
might have been put through, were quotations cabled 
and accepted, have been delayed or have fallen through 
because of advances made during the delay between 
transmitting the quotations and the receipt of ac- 
ceptances. With less buying from European ports and 
less domestic sales, the market has stood practically 
at last week’s figures or shown comparatively small 
advances in nearly every line of stock. 

Few dealers or tanners have any great amount of 
leather on hand. While there are many who predict 
that today’s prices will seem very reasonable a month 
or two from now, there are others who believe that the 
high limit has been reached, and that there is likely 
to be a gradual decline, as tanners increase their out- 
put. 

Of course the question of hides becomes important 
here, and this largely remains with the packers to 
decide. It is not likely that they will recede much from 
today’s prices if there is a possibility of getting rid 
of stocks on hand at quotations and with the undoubt- 
ed scarcity of live stock.-they may be able to hold 
prices at present figures or even at further advances. 

Sole Leather 

There are no large stocks of sole leather in sight, and 
many houses have goods contracted for which must 
be made and forwarded at unprofitable prices and the 
tanners will be glad to be released from fulfilling these 
contracts. This, however, customers, are unwilling to 
do. With the falling off of foreign demand, however, 
there is a better chance for the domestic buyer to 
secure stock at about the same quotations as a week 
ago. 

Some leather has gone out on the recent large order 
for the Russian Government. No. 1 dry hide hem- 
lock is not plentiful and is quoted at 53c., though 
some sales have heen made on a basis of 5lc. for No. 1 
and 49c. for No. 2. It is reported that some specially 
fine bends for top pieces have sold as high as 73 to 
74c. There is not so much doing in union sole as a week 
ago, although sole cutters are buying where they can 
do so to advantage. Light and middle weights, No. 
1 are selling at 75c., heavy at 72c., which is nearly 





Nov. 18, 1916 


The Leather Market ety Oe 


20c. higher than'it was a few weeks ago. It is reported 
that one dealer is holding union bends at 80c. There is 
some export demand for oak sole and it is reported 
that No. 1 scoured backs have sold as high as 85c., 
though regular quotations are nearer 80c. 

Choice selections of bends are held at 80 to 82c. It 
is reported that an order for a large amount of oak 
bends was offered at a considerable price above this 
figure, but because of scarcity could not be filled. 

Light belting butts have sold at 85 to 87c. 


Upper Leather 

The demand has not been so active this week, but 
there is not enough leather in stock to have this worry 
dealers. The foreign demand has fallen off somewhat, 
principally because of high prices. This has given do- 
mestic manufacturers an opportunity which has been 
missing for the last two weeks. Calf leathers have 
proved very strong and prices in many cases are 
higher than a week ago. Russia calf is now quoted at 
75c. a foot, and some colors jumped 10c from last 
week’s figures. Suede finishes have sold at $1.00 a 
foot in fancy colors. Black chrome is now offered at 
60c. for full grain and about 8c. less for snuffed leather. 
Some light weight special chrome tanned calf is selling 
at 75 to 80c., the latter being in men’s weights. Side 
leathers are selling right along at about the same quo- 
tations, though some dealers are asking about 2c. 
more than last week for the same quality leather. 
Some dull finished side leather has sold at 46c.for A 
grade and 44c. for B grade. Black chrome sells all the 
way from 36 to 44c., according to quality. Elk leathers 
are scarce and are sold at 45c. Some white leather in 
buck finishes selling at 60, 65 and 70c., according to 
quality. Finished splits are well sold up and in good 
demand at about 2c. advance over last week’s figures. 
Flexibles are rather quiet. There is only a moderate 
demand for patent leather, though the light weights 
are selling for women’s goods. It is stated that one 
large order for export was filled at 50c. a foot, though 
the average rate for chrome patent runs at 40, 42 and 
44c., according to quality. Glazed kid is selling well 
at full prices. Cheapest qualities are worth 30c. a 
foot today and fine qualities run up to 65c. It is 
predicted that 90c. kid is likely to be the asking price 
for best quality within a few months. White kid is 
now 90 to 95c. and in some cases $1.00 to $1.10 is 


quoted. 
Hides 


The hide market is higher than a week ago, and the 
tendency has been to reduce the number of transac- 
tions. While tanners are buying, they are taking small- 
er lots than they were at last week’s rates. It is be- 
lieved, however, that holders are maintaining the 
advance quotations, believing that all of the stock 
which they have or can get can be sold at present 
figures or even at higher prices later. 
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Wise and Otherwise 


Suggestions Which Help “Put Over” Sales from Experience of Men 
Who Think and Sell 


Y¥2 SUBSCRIBER writes, “I will ap- 
preciate it if you will give me your 
opinion on something that has had 
me guessing. Why do you think it 
is that some of my customers are 
Rg often won to a purchase sooner by 
a straight suggestion that does not 
relate intimately to the shoe? After I have talked 
leather and stitching and soles, etc., he will hesitate 
and act as if he isn’t going to buy. Then again when 
I mention a suggestion he will buy. This thing has 
happened a good many times in the store and there 
must be some reason for it, I think.” 
There sure is a reason, brother. 
You speak about “arguing” with customer. Argu- 
ing customer into a purchase is one of the toughest 
jobs a salesman can tackle. 





When Not to Argue 


Customer can rarely ever be argued or driven into 
a buy; he must be led. You simply attack his pet 
views when you argue with him and he will be all sorts 
of stubborn to uphold his pet views. It’s knocking a 
chip off his shoulder; makes him eager to fight back 
good and stiff. 

A tactful suggestion lays it all over argument when 
it comes to closing up a sale. You admit it worked 
better in instances in your store. 


A Grocery Man Who Thought 


The other day in a grocery store we saw this sug- 
gestion thing put to a test. A lady came in and no- 
ticed some specked apples and asked the clerk, “Are 
these the best apples you have?” 

He had sense enough not to attempt to argue into 
her that they were the best apples to be had this year; 
he knew that would have been 
the same as admitting they were 
rather poor apples. Also he had 
wits enough not to try to argue 
into her that they were really 
first class apples; she could see 
for herself. 

What would you have done, 
brother? Naturally just what 
he did and that was this—he 
picked up an apple, took out 
his pocket knife and sliced it in 
two and said, ““These are the 
finest kind of apples when 
cooked you ever used.” 





PATENT PUMP 


A semi-circular vamp, finger foxed tongue 
fashioned to standup. Selected as a coming 


her dining room table with pieces of juicy apple pie 
being passed around, next day, and her family smack- 
ing and smirking and smiling praises on her cuisine 
accomplishment. 

The suggestion touched up her imagination and did 
more to convert her to those apples than any contra 
argument could have. She forgot the specks and 
thought only of delicious pie going the rounds and 
she getting rounds of applause.- 

It was suggestion. It energized her fancy right off. 
She took home a peck of apples. 

Supposing the clerk had attempted to argue those 
specks out of her; they would have looked larger; she 
would have been against them and him. 


When the Expert Talks 


One day last week we saw a boy on the street, selling 
roses “eight cents a piece or three for a quarter.”” A 
big part of his customers handed him their quarter 
and took their three roses without stopping to com- 
pute that it wasn’t a bargain. It was suggestion. 
It somehow got their mind off mathematical compu- 
tation and sent their fancy gallivanting. 

Somebody told us of a rich man who went to a 
carpenter of high repute and asked him to build a 
garage. He commenced to explain how he’d like the 
appurtenances arranged inside. The carpenter told 
him he would fix it up shipshape or the job wouldn’t 
cost him a dollar. 

The garage was completed and the owner passed 
judgment. He couldn’t pick a flaw. You see, the car- 
penter had suggested his expertness by offering to do 
a right job or nothing to be paid. The man then nat- 
urally expected a fine job and had his mind shaped 
to find it. That was suggestion. It put the man into 
a good frame of mine right off and sent his fancy galli- 
vanting away from thoughts of 
doubt and fear. It would have 
required actual blundering to 
make it look bum at the show- 
down. 


Into the Mind of the Public 


We read an article, yester- 
day, by an expert on store 
salesmanship. It told how a 
patent medicine “barker” put 
it across. He had been offering 
to refund the price if one or two 
bottles of his dope didn’t do the 
business. The crowd wouldn’t 


That suggestive remark very _gtyle for Summer, 1917, from the line of The buy. Finally one man said he 


likely projected her vision to 


Julian & Kokenge Co., Cincinnati 


(Continued on page 39) 
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Cuts That Put “Ginger” into 


The SELLING power of “‘Boot and Shoe Recorder”’ Cuts is the logical result 
of their SATISFYING power. You get the maximum of merit at the minimum 


of cost and the widest variety of ideas in the most artistic of treatments. 
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eagiiamedaees lines can make foot 
; : soe Gone TOUT Shoes: that are mod- 
fort in men’s shoes and shrewd men sense these practical quali- eled on scientific lines and 
ties at once in the smart styles this store always carries in stock. anatomically correct inevery 
- , detail are the shoes that children 


ought to wear and do wear when 


For the young man—extreme fads and fancies but always in thoughtful parents buy them 
here. 


good taste. F > middle age i 
good taste. For the middle aged—conservative and staple styles Dail on the ceiteats bine 


that are never out of the fashion. For every man full money’s on a happy, sensible, safe and 
strong foundation—get shoes that 


worth of shoe value at the eminently fair prices of $5, $6 and 
$7.50 a pai provide the means before the 
9/.00 a pair. tots are in their teens! 


\ Store Name Here pl 























Store Name Here 














\ 



































No. 144, 25e. No. 145,_25c. 


Remittance for Cuts Must Accompany Orders 
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Advertising and Money in the Cash Drawer 


Observe the different and distinctive ‘“‘layouts”’ that appear on these pages 
each week. Utilize them in your advertising and create still more original pub- 


licity for your store. Be sure to REMIT WITH ORDER to avoid delay. 
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Shoes 


For the Family 


“ 
Vine coal 


ai 


| 


‘ 


= 


a ANIA A 


WYMAN TRS UPA YA INVA OTT 


This store believes that 
right makes might in shoes, 
that shoe style always speaks 
for itself and that good leath- HOES of 
er and true workmanship S grace, sym- 


No. 146, 25c. 


LEVER 
é styles, com- 
forting fit 


IANN\WATI Nt. 


Wi 
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metry and 








and enduring wear are the trio 
of worth while virtues that com- 
bine to make our shoes for men 
models of true shoe value at the 
fair prices of $5, $6 and $7.50 a 
pair. 

Tan Russia and black gun metal 
leathers and likewise combina- 
tions in novelty effects in lace 
and button for street and dress. 
Popular because favored by the 
man who cares. 





Store Name Here 




















prove their worth by the 
only test worth while, the 
matchless test of time. 

There’s ideal comfort and 
a pleasing fit for women, 
men, boys and girls in 
Brown’s fine shoes because 
there’s might in them—they 
are honest down to the last 
wearing—true through and 
through. 


Store Name Here 




















style that provide the foundation 
for correct dressing without sac- 
rificing foot comfort. Among 
them there’s a last designed es- 
pecially to meet your individual 
requirements. 

The finish is fine, the work- 
manship faultless, the novelties 
exclusive and new. At the fair 
price range of $5.00 to $10 our 
distinctive lines comply with 
Fashion’s most featured fancies. 


Store Name Here 








Shoe Store Stunts 




















No. 34—Santa Claus’ Airship 


A Santa Claus airship on the exterior of the building will prove 
an excellent attraction more forcibly to advertise the giving of 
practicable gifts. 

In some cases, it will be required to build this balloon and car 
of tin to comply with the fire ordinance. . 

A fan arranged as propeller to be wind driven or run by elec- 
tricity will add motion to the attraction. 
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No. 35—Gift Certificates 


Don’t overlook the gift certificate idea for the sale of shoes. 
Today’s pe shoes are amongst the most acceptable of gifts 
and will be valued for their beauty and practicability. 


Many people will want to make this a practicable Christmas, 
and nothing will fill their requirements Petter than footwear. 
Make “Shoes for Christmas’ a slogan. 

Your local printer can undoubtedly prepare these check 
forms for you. Each should have a stub and perforation, and 
the stubs and checks should be numbered as is the case with 
bank checks. These are also obtainable as a stock proposition 
from various supply houses. 


Accounts Cannot Be Opened for Nominal Amounts 
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For new shoes 
For new soles 
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Als the Modern liner 
is to the Ancient ship 
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therythm of her great machinery, dwarfing in the 


Mo iicotim she glides, the giant liner, LIVING in 


splendors of colossal achievement the lowly craft 


at her side. 


No ship is she. Sheisasymbol. She is the spirit of for- 





ward-moving impulse. She changes the outworn shapes of 
yesterday to the vital accomplishments of today. Her 
name is progress. She lives in a thousand forms: shedding 
the hulks of a thousand outworn customs and solving 








triumphantly the problems they have left. 


In the great Goodyear lab- 
oratories about a year ago 
—there saw the light one 
of the most humanly useful 
among the great scientific 
discoveries of our time. 


For many centuries man- 
kind has been shod with 
leather—and good it was 
in those older days when 
men were more simply sat- 
ished. Yet, to mankind, 
leather was never a nat- 
ural tread. Inflexible as 
fate, it weakened and tired 


the prisoned human foot 


by hampering natural foot 
action. It was not water- 
proof. It wore out easily — 
too easily. 


Leather, in fact, was the 
roduct of another age. It 

had survived only because 

Science had passed its 

problems by. 

Had passed them by, at 

least,— had passed them— 

"till Nedlin came. 

In the great Goodyear lab- 


oratories Nedlin was con- 
ceived. 
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So is lledlin 
to the leather sole 


And when we say Nedlin what 
may we not say? 

For, one by one, and magically 
almost as a wonder-tale, Nedlin 
has answered the foot problems 
of the centuries. 


Thousands of men and women 
are asking for Nedlin for them- 
selves today — and asking it for 


their children. 


They are asking for Nedlin 
after they have worn Neédlin. 


They know Neédlin is supersed- 
ing leather because it is better 


than leather. 


They know that Nedlin wears 
longer than good leather. And 
that the inferior leather the 
youngsters’ shoe-soles get is out- 
ranged in comparison entirely. 


And they buy Nedlin for other 
reasons: — They buy Neédlin 
because it is waterproof, and 
because it is noiseless. 


They buy Nedlin because it is 
as flexible as the human foot 
itself — building up the foot- 
muscles and feeling as com- 
fortable as an old slipper as 
soon as you put it on. 


Is it a wonder that these people 
are grateful to Science for this 
great synthetic discovery — 
Nedlin? 

Or that more than a million 
people in America today are 
thinking how little less than 
wonderful is this modern syn- 
thetic shoe-sole. 


Which often makes possible 
one pair of shoes where two 
were bought before. 


And which looks as good as it 


lasts and feels. 


Always will you be grateful for 
Nedlin — which is not rubber, 
which is not leather, but which 
is absolutely different from both 
and far superior in wear and 
foot comfort to either. 


Retailers and repairers have 
Nedlin or can get it. It comes 
on new shoes or as new soles 
for old ones. Be sure, however, 
it is Nedlin — NeGlin with the 
Goodyear mark of quality upon 
it. Mark that mark — stamp it 
on your memory: Nedlin 


—the trade symbol for a never changing 
quality product of 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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As the modern liner is to 
the ancient ship — so is 
NeGlin to the leather sole 


edlin 


Better than Leather 
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MILWAUKEE SHOES 


SUSE 





In making FARM WEAR 
shoes we are producing not 
merely a long-wearing line of 
footwear but also one that’s 
made particularly for a farm- 
er’s needs. 


The Only Complete Line of 


Solid Service Farm Shoes 


FARM WEAR shoes will give your 
trade something they can wear from 
the field to the town without em- 
barrassment or necessity of chang- 
ing into less comfortable “‘dress-up” 
ones. 


FARM WEAR shoés are most com- 
fortable because they’re made on 
a standard extra tread last that 
means an “old-shoe-feeling’’ from 
the first. 
















NUNN & BUSH 


MILWAUKEE 


Men’s Welt Sewed, Black or 
Chocolate Z W EI- TAN 
“FARM WEAR” Cap Blu- 
cher, Single or Double Sole. 


Men’s Nailed, Black or Choc- 
olate, ZWEI-TAN, “FARM- 
Outing Blucher, 
Double or light half Double 
Sole. 


WEAR” 
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Farm Wear 


Shoes 





Write for complete details 


of our selling plan today! 


SHOE 
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MILWAUKEE SHOES 


\SUSE/ 





FARM WEAR shoes are made of a 
Special Leather best adapted to 
farm conditions. It’s called ZWEI- 
TAN which means double tanned— 
first in chrome to give it strength and 

liability then in vegetable to make 
it resist the action of barnyard acids. 


Concentrate upon the 


FARM WEAR LINE 


Because—It’s made to satisfy every 
call you can possibly receive from 
the Farm Wear trade. 


Because—It’s made to fill com- 

letely the wants of both men and 
Gens (the boys’ shoes are duplicates 
of the men’s in every way). 


Because—We want to help you 
make sales for FARM WEAR shoes 
with our advertising helps and 
general selling co-operation plan. 


Men’s Welt Beved, 
Chocolate | 4 i: I- 
TAN, ARM 


WEAR”: si &.. -inch 
Hi-Cut, Doable Sue 


ales ae ee 


‘COMPANY 


WISCONSIN 
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would try a bottle. The “‘barker” handed it to him 
and remarked, “‘Please don’t do like so many do and 


quit using it after a few days just because you feel so « 


much better.” 

That was suggestion. It went home. The crowd 
bought fluently. It took their mind off doubt and 
sent their fancy gallivanting a few days forward and 
they could imagine themselves feeling a whole lot 
better. 

Advertising to Stimulate Suggestion 


It is quite possible, Mr. Dealer, that in some of the 
sales you buttoned up by suggestion only, you really 
offered something convincing without hardly being 
aware of it. It happens a good many times to all of us. 
Your own mind was so thoroughly satisfied of the per- 
formance of your shoe you expressed a suggestion 
that was plumb to performance measurement of the 
shoe. In other words, the goodness of the shoe worked 
on you, yourself by the same suggestion process. 

A letter from C. L. Parson says, ‘I think these big 
advertisements do it about right. I mean like these 
piano player things. They don’t say it all about 
mechanical parts, but make suggestions by pictures 
and show how their readers will enjoy a piano player 
in their own parlor.” 

You spelled it right first-crack, friend Parson. It 
is pretty difficult for a man or woman not to imagine 
his or her parlor will look like these pictures depict. 
A big paint manufacturer plays on the same suggestive 
keyboard. When a man sees a picture of a fine home 
made beautiful by the paint he fancies right off and 
without stopping to figure that his own house will look 
the same if covered by that brand of paint. 

Itis suggestion. It lifts a man away from the lean- 
er possibilities of his own house and sends his fancy 
soaring into a realm of beautiful homes. It will be a 
bother for him to think otherwise. 

A suggestion amounts to absolutely nothing at all 
in itself. It is the thought it awakens in customer’s 
minds that counts. 


Reading the Customer 


Nobody can gainsay the wisdom of talking a shoe’s 
features when sale is in progress. But sometimes a 
thought-stimulating suggestion will go further. Not 
always, but sometimes. A clerk ought to be able to 
tell when customer is ready to consider a suggestion 
and not further shoe features, proper. It will show in 
a man’s face, how he uses his eyes, how he hitches up 
his shoulders and draws in a long breath. A clerk 
that hasn’t learned to read his customer by symp- 
toms is blind and batty. It’s part of the job. 

Shoe features are IT. Yes, sir, ninety-nine and a 
fraction times out of a hundred. But here—sometimes 
features, like every good thing, have enemies that in- 
sidiously plot against them. I know of a case where 
a clerk dealt out shoe features like leathers and oak 
tanned soles and linings, and every feature was solid 
in texture, So solid, in fact, it gave his customer 
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a solid upon which to build a comeback argument. 
What is meant is this—the features were like so many 
tangible balls of twine; customer saw they were balls 
of ‘twine and offered him a loose end to unwind to the 
detriment of the sale. 

The idea is, had clerk presented suggestions they 
would not have been solid things, yet they would have 
given the man’s mind a turn and twist that might have 
convinced him. Why? Simply because not being 
solids or balls of twine, he would not have seen any 
loose ends and there would not have been anything 
solid and tangible to unwind hurtfully to his purchase. 

A clerk in our town was telling a man about the 
heavy leather of a shoe. He kept continually saying 
‘“theavy leather.” That was a ball of twine and the 
loose end to it was that the heaviness of the leather 
would make the shoe hard on his feet. 

Had the clerk talked incidental stoutness of leather 
and woven in a suggestion of robust wear and weather- 
shedding and so forth, it might well have sent the 
man’s mind gallivanting into a rosy realm of durabil- 
ity, protection, economy. 

A suggestion will promote a mental condition that 
will cause customer to act without knowing why he acts. 
Customer will be compelled to believe so long as he 
has no reason to doubt. Then it follows that if he does 
not know what causes him to act he will have no op- 
portunity to doubt. 

On the other hand, to argue shoe features against 
customer’s objecting arguments is to argue and bring 
up things that are solid and seeable and feelable and 
balls of twine that he can take hold of and unwind; 
he will, in other words, have so many solids he can 
use to kill the purchase. 


Applications of the Theory 


‘“‘Those shoes are heavy leather all right, but won’t 
they be that much harder to lug around?’’ A wise 
clerk answers, “These shoes will last you maybe longer 
than any other pair you ever wore; will stand up more 
stubbornly in service; will resist the elements, and 
give you the nicest kind of satisfactory wear.” And 
he points his finger at an extra strong feature this and 
that to prove it. That is suggestion. 

Customer’s mind then does not fight back and ar- 
gue so much. He has been sent gallivanting into a 
heaven of wearability, protection, etc. He will think 
of these big advantages and forget his little first ob- 
jection. 

Exchange of Ideas 


Subscribers, both store salesmen and proprietors, 
are invited to communicate selling suggestions to a 
department under this title ‘“‘Exchange of Ideas.” 
Give us your opinions, ask questions, relate experi- 
ences. Come as often as you wish. Come again and 
again. No charge will be made for this service. Sit 
down and write us something today. You are welcome 
and more than welcome. 
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A BEACON AGENCY 


MEANS ‘ACTION ” 
-YOUR STORE IS ALWAYS Busy ! 


F?>M.HOYT SHOE CO. 
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: ten; is an air of bustle-a busily-cheerful atmos- 
phere about the Beaconized store thal fells the story 
of success. 

Nearly 5000 shoe merchants are operating - ~- 
Deacon agencies. They are all getting action # =" ED 
-each one conducts abusy store = 
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Their customers have complete confidence in the ~==: ue 
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Our big tenthousand- Weller day fact (@ntas 
are working full blast—they have to, in order a 
Tokeep up with the demand for the Beacon line ~ 


of stylish, honestly made MENS «BOYS GOODYEAR WELTS 


"BUILD YOUR BUSINESS WITH BEACONS" 
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PAI 





116 DUANE STREET 





ton, 11% to 2 





711% 


$1.85 


8, $3.60 





of every description. 


871 Child’s Pat. Lea. Gray Buck Top, Plain Toe Button, 

ES er Fo ey 

876 Misses’ Gun Metal, Gray Buck Top, Tip, Lace, 

8g ee eer eee ee ey 

875 Child’s:Gun Metal, Gray Buck Top, Tip, Lace, 

Ns. fo.058 Last eh cis ne as 

1042 Misses’ Black Vici, White Buck Top, Tip, Button, 
Saale a serie eer 

1041 Child’s Black Vici, White Buck Top, Tip, Button, 

a ar eee 

1897 Misses’ Black Kid, White Kid Top, Plain Toe Lace, 

ES RP rae rae ey 

1880 Misses’ African Brown, Kid,;,Top, Plain Toe Lace, 

SP Oar ae 


Misses’ and Children’s High Cut, Goodyear Welts 
Button and Lace, Gun Metal Kid Top, Pat. Lea. Kid 
First Grade, C and D, 11% to 2, $2.35; 8% to 11, $2.10; 6 


Second Grade, C and_D, 11% to 2, $2.10; 81% to 11, $1.90; 


Same lines as above in Regular Cut Button 
First Grade, 1114 to 2, $2.10; 84 to 11, $1.85; 6 to 8, $1.60 
Second Grade, 11% to 2, $1.90; 814 to 11, $1.65; 6 to 8, $1.40 


2206 Our catalog will be mailed to you upon request. 





Concord Shoe Company 


NEW YORK, N. Y. 


Growing Girls’ New Nine Inch Lace Shoes, Re- 
produced from the Latest Style Women’s Mod- 
els, with a 9-8 Heel; Imitation Perforated 
Tips. Sizes 2% to 7, C and D Wide. 


In Stock Ready for Shipment. 


2202 2200 Gun Metal Mat Kid Top Lace................... $3.00 
2201 All Havana Brown Kid Lace..................... 4.00 
Se ND. WH Me IO oo oink ve civ eves ene sct maton 3.10 
1881 African Brown, White Kid Top Lace.............. 3.50 
2204 Gun Metal, Gray Buck Top Lace................. 4.00 
2206 White Nubuck Lace 3.25 


All of the above numbers are nine inches high, Goodyear Welt 


Misses’ and Children’s High Cut, Goodyear Welt Novelties 
872 Misses’ Pat. Lea. Gray Buck Top, Plain Toe But- 


2.50 
2.25 
2.50 
2.25 
2.50 


2.25 


Top 


to 8, 


6 to 


We specialize in Growing Girls’, Misses’ and Children’s Shoes 
only and carry in-stock a large variety of up-to-date numbers 





1881 








1057% 


Concord Shoe Company 


: NEW YORK 








UT Er: 














Nov. 18, 1916 


“THE GREAT NATIONAL SHOE WEEKLY” 43 


The Risk and the Profit 
Does the Man Who Handles Shoes Get What He Deserves? 


Scene—A New York Store. Time—the Other 
Day. Characters—A Shoe Merchant, a Shoe 
Manufacturer. 


WENTY dollars for two pairs of 
shoes. That’s going some?” 

“No! It’s courtesy. Easily could 
y I get $24 for those shoes.” 

“Don’t you realize that I’ve made 
shoes for 20 years, and know what 
they cost?” 

“But you do not realize what shoes should sell for,”’ 
answered the shoe merchant. 

““Maybe you're trying to tell me something about 
my business,”’ said the manufacturer. 

“‘No! I merely want to ask you if you realize the 
risks of the business?”’ 

“Sure I do,’’ was the response. “‘You buy those 
shoes for $5.75 and sell them to me at $10. You risk 
$5.75 to earn $4.25.” 

“That was well enough for the old way of figuring 
‘profits. But it’s no longer of value. We've new 
ways.” 

“Well, if you’ve any new ways, tell me. I’m from 
New England.” 


The Risks in Leather Making 


“Take this pair of shoes, for example,” said the 
merchant, “this pair that you’ve bought for your 
daughter, at $10. The upper is of kid, a Patna skin, 
from India. Do you realize the risk that the Indian 
took in raising the kid, the risk that the agent took in 
buying the kid skin, the risk that the shipper took in 
sending it half way round the world, and the risk that 
the tanner took in tanning that skin? Do you know 
that a kid skin is perishable, until it is tanned, and 
that if it is not properly handled all the wh.le it is 
coming from India to my store that it may be so in- 
jured as to be worthless? Do you realize that if the 
tanner over-lined this skin that he would have turned 
it into gelatin, or that if he over-tanned it he would 
have turned it into a piece of tripe?” 


Making a Possible Blunder in ‘‘Color”’ 


‘“‘And do you furthermore realize that if I had made 
a blunder in selecting the color of these shoes, and had 
picked a losing instead of a winning shade, that I 
would have been driven to sell this pair of shoes for 
$2.69, instead of $10? Do you realize that if I had 
picked the incorrect pattern, or last. that my venture 
in this lot of shoes would have been as profitless as 
buying last year’s straw hats?” 

“No, I never thought of that before,’ said the man- 
ufacturer. ‘‘ You know I make men’s shoes. My styles 
are staple. They don’t change much.” 







Values in Sharp Comparison 


“It makes me tired,” resumed the merchant, ‘‘when 
I read of the salaries paid to moving picture stars, 
and to baseball players, and then think of the measly 
little rewards the average shoe merchant gets from his 
business. Thunderation, isn’t a man who makes a 
study of footwear, and who provides health, comfort 
and happiness to the people, worth more 365 days in 
the year than a lady who makes big eyes to the camera 
or a fellow who licks a ball over the fence once or twice 
during the Summer?” 

“T’ll allow you're right, my friend,’’ said the manu- 
facturer. 

“Then I'll ask you just one personal question,” 
continued the merchant. “Isn’t your daughter going 
to get more lasting satisfaction and pleasure from those 
pretty shoes, for which I charge you $10, than she 
would get from $10 spent at the theatre, or any other 
amusement.” 

“IT do not know but what you are right. The young 
folks certainly admire pretty footwear these days.” 


Eyes of Trade Only Recently Opened 


‘“‘Now I'll tell you a bit of something of the shoe 
trade, that you probably know as well as myself. Up 
to 1910 or so, the shoe retailing business was one of 
the worst paid businesses in the country. A mighty 
large number couldn’t pay their debts, if they were 
called upon to do so on short notice. Only a few of 
the remainder made a good living. Since these milli- 
nery shoes came into fashion, we’ve begun to get a 
new line on business. That profit has encouraged us 
to develop new trade methods. We are ceasing to be 
retailers, and men in debt. We are becoming mer- 
chants, and like merchants, we are trying to make 
money.” 

“Oh! I see. You want to get rich.” 


“You’ve missed the point entirely. We want to 
make a profit sufficient to cover the risks of our busi- 
ness, to pay the shoe manufacturer, the tanner who 
takes the chance in tanning the skins, and the importer 
who brings the skins from India, and even the Indian 
farmer who raises the skins.” 


“T understand you now. You mean that if you get 
more money from the business you can grade it up 
all along the line.” 

“That’s just the point. And as the consumer ap- 
preciates good shoes and good service more than ever, 
and is willing to pay for them, now is the time to 
get more money in the business.” 

‘““You’ve convinced me,” concluded the manufac- 
turer, as he passed out a $20 bill, took the two pair 
of pretty shoes, and went his way. 
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DR. POSNER HAS HELPED SOLVE 
CHILDREN’S SHOE PROBLEMS 
FOR 30 YEARS 


and at no time in our history were we ever better 
equipped to serve you than 
RIGHT NOW 


. FOR CHILDREN 
gf eee KY AND 











SCIENTIFIC GROWING GIRLS 


S IN STOCK ORDER NOW reer oars 
ose Ze 
Prices that afford you a good profit 183 NoHed, 1-46..,....... - - 0.90 
; 618 Spring Heel, 3-8............. 1.16 
New York styles carefully made in our own Brooklyn factory Extension Sole 
under efficient supervision 2624 Spring Heel, 3-8............ $1.35 
; 2626 Spring Heel, 814-11... .1.65 
SPECIALTIES Dr. Posner’s Adjustable Ankle-Brace Shoe "Also Canried ta Lace 
, Dr. Posner’s Arch-Brace Shoes PATENT LEATHER VAMP 
Dull and Cloth Top 
Write for catalog to 156 No Heel, EC $1.00 
158 Spring Heel, 3-8............ 1.38 
Dr. A. Posner Shoes Ince. Extension Sole—Spring Heel 
658 Cir. Fox,  3-8............ $1.50 
FACTORY 140-142 West Broadway 614 % Fox, a ee ee 1.68 





Stylish and Serviceable 
Order a Run ef Sizes NOW 


141-151 Roebling St “ 
Brooklyn, N. Y. New York City 
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Ask Your Jobber for Our 
Special High Cut 


STORM BOOT 


Sell Riemer 


WOOD SOLE 






You can work up a 
good volume of busi- 
ness in wood sole work 
shoes and boots—and 
: make a nice profit. 
Made of Riemer’s special tannage ‘waterproof oil 
grain leather. The wood soles are close grained, 
shaped to fit the feet, 
and will not warp or 
crack. 

Riemer Boots and 
Shoes are lighter and 
more durable than any 
all leather, rubber or 
other footwear, and 
are specially adapted 
for all work in damp 
laces or on concrete 
oors. Put a small 
order in stock and see 
what genuine satisfac- 
tion they give. 
Buckle Shoes.. . . $1.65 
High Boots...... 3.25 
Steel Rims (new) .35 


A. H. RIEMER 
SHOE CO. 
Milwaukee, Wis. 
Established 1887 Patented 





with 





Patented 













COPPER 
TIP 











THEY DEFY WINTER and 
INCREASE YOUR PROFIT 


The Naumkeag Shoe Stock Co. 
Salem, Mass. 
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Griffin Dressings 


Griffin’s White Kidine 


that cleans all white kid 
and white calf stock. 


Small size, $11.00 Gross 
95e Doz. 


Large size, $18.00 Gross 
$1.60 Doz. 





Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede, Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


$11.00 Gross 95c Doz. 








BRONZE | 
DRESSING 
anne 
ema] 


COLQA LEATHER 
NTO A 





FINE BRONZE FINISH 






Griffin White Bag 
Powder 
Made also in Light, Dark 
An effective and safe clean- and Pearl Gray, Brown, Is the Most Natural 
ing and whitening fluid Chamoise and Fawn. 


$7.00 Gross 65c Doz. 











Griffin Suede Dressing 
A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 3)4-oz. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 


$17.00 Gross $1.50 Doz. 


Griffin Shoe Bronze 


. Bronze on the Market. 

Large size, $24.00 Gross 
$2.20 Doz. 

Small size, $18.00 Gross 
$1.60 Doz. 














Griffin’s Glazed Kid 
Cream 
In Blue, Black, Light Gray, 
Dark Gray, Brown, Green, 
Red, White, Ivory, Cham- 
pagne 
CLEANS—COLORS 
POLISHES 


Is to the Leather what 
Cold Cream is to the Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 
$1.40 Doz. 





Griffin Dull Finish Glycerine 

Paste ,; 
It will not polish, but it gives to 
dull calf and kid shoes and tops 
that clean lustre that you find 
in new leather. 


$8.50 Gross 75¢ Dos. 


WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 
IF YOUR FINDINGS JOBBER CANNOT SUPPLY YOU WE WILL 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, Canadian Shoe Findings and Novelty Co., 2 Trinity Square, Toronto, Canada 


NEW YORK 


IS eee - ; 





Oe 








46 BOOT AND SHOE RECORDER 





Nov. 18, 1916 


The New Style Arctic Buckle «SURE-LOCK” operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 


The Norwich Nickel & Brass Co. 
NORWICH, CONN. 








NEW YORK is sian BOSTON 
712 Broadway 26 Kingston St. 
| FINISH _ || || ADAPTABILITY | 


























The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shves in 


ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAH 


STRAITS SETTLEMENTS, etc., etc. 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 
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STOCK SERVICE 


Are you in need of sizes to complete your 
lines? 7 

We have prepared ourselves to meet the 
retailer's demands in between his season’s 
buying. 

Our stock shelves are full and our 


“STOCK SERVICE” is at yourcommand. 


Test the satisfaction of our service and 
the merit of our merchandise! 


You will find them both seeeaanall 


Ree os “ 








Se, -“e 





‘ Stock No. 750% - = = Price $3.75 Stock No. 1284 - - - - Price $3.25 
Same in Mahogany, 165 - = - Price $4.00 Same in Mahogany, 440 - - - Price $3.75 
PITTSBURG OFFICE, 302 Lyceum Bldg. CHICAGO OFFICE, Lees Bidz. 
PHILADELPHIA OFFICE, 406 Central Trust Bldg. DETROIT OFFICE, 213 Bowles Bldg. 


196 rouse ST. Siamond Diamond HhceC- NEW YORK, N. Y. 
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A Lace Shoe Fits 


Because it is self-adjusting to instep 
and ankle. 


Because the strain is evenly dis- 
tributed, eliminating wrinkles and 
bulging. 

The fit is permanent — any stretch 


or give is taken up by means of the 
laces at the will of the wearer. 


Common sense as well as a desire for 
style and neatness unquestionably 
accounts for the ever increasing 
demand for lace shoes. 


The resetting of buttons is not only 
a time-consuming attempt to accom- 
plish the impossible, but is also an 
item of expense that is worth consid- 
eration by the shoe retailer when 
ordering. 


UNITED FAST COLOR EYELET CO. 
BOSTON, MASS. 



























Brown Winsor Calf Bal, 
Half Double Sole, Swag- 
ger Last. A popular 
seller. 


Retails at $6.50 


THE DALTON COMPANY, Ine. 


Makers of Honest Value Shoes to Retail from $4.00 to $7.00 
BROCKTON, MASS. 


Boston Office New York Office Chicago Office 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 
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The Second Instalment of 


Shoe Store Accounting, Efficient and Simple, Never So Important as 
Merchandising and Gives a 


IRST in the industry the ‘‘Boot and Shoe Recorder’’ last week began the presentation of the most simple, ef- 
ficient and authoritative contribution to good merchandising in the history of shoe retailing. 
Th’‘s system, for which the Associated Advertising Clubs of the World is sponsor, in its preparation had 
the full co-operation not only of the ‘Bout and Shoe Recorder,’’ and experts connected with some of America’s 
leading business institutions, but also of the American Association of Public Accountants, the Harvard Bureau of Busi- 
ness Research, the Federal Trade Commission, the National Association of Credit Men and numerous national and state 
trade associat'ons. 

To the average merchant in the average town this system appeals because of its simplicity, but wherever shoes are 
sold at retail—in “‘the one-man store,’’ the medium size or the largest business—it can be of the greatest value. The equip- 
ment comprises the simplest tools for complete accounting, and every merchant who follows step by step the explanation 
and instructions published from week to week will find that the Business Record System meets problems that have here- 
tofore been difficult to solve. 

Merchants are invited to communicate at any time regarding this system either with the ‘*‘Boot and Shoe Recorder” 
or the Retail Service and Business Systems Department of the Associated Advertising Clubs of the World, Merchant’s 


Bank Building, Indianapolis, Indiana. 


How The System Works 


You will notice that on the right hand page of the Business umns. This is because there must be two considerations in every 
Record, shown last week, there is a wide space, left for writing transaction—what you get and what you give out. If a payment 
down what each entry represents; that is, whenever any figures for rent is made, for instance, you received rent, but you paid 


are put on the Business Record this space is used to tell why those out cash, so rent will have to be put on one side (the left hand 
figures are entered or put down. All columns at the right hand side) and cash on the other side (the right hand side) of the wide 

















































































































of this wide space, are grouped under the general heading ‘‘Cred- space—making two entries. 
its’’ and all columns at the left hand of this wide space on both Every transaction, in the same way, has a two-fold effect. 
pages are grouped under the general heading of “‘Debits.”” You There is always an equivalence of exchange. You re- 
P 
will also notice that the totals of all right hand or “‘Credits” col- ceive something and give out something of equal value, 
umns exactly equal the totals of all left hand or ‘‘Debits” col- and therefore debits and credits of equal amount must 
RECEIVING SLIP No__£7 
‘) DATE REC'D Cetnther 3.1916 our stock no. 2°76 
S$7697-2 
a hoa: | a ae FACTORY mgr to 
y i A, INVOICE NO.__227 
Srzton, DATE OF INVOICE ¢/30 16 
FORM-86 cstotiateo Ar virTaees Cuues oF THe SS 
we ie in- | £: 1 6 ve 7 _ F - q - se 
AA 
A 
B vt ttt WaT) veer 7, 
e 4/ 4t/ ttf 4M 4/ / 
D wel dd tt 4? / / 
z= 
£3 
> 
M 
- 
ENTERED IN DP MEI 
STOCK RECORDS Torat pairs__“£ RECEIVED BY aT. 
CP 9,006 tee £88 
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the Business Record System 


Now---The Business Record System Embodies the Essentials of Efficient 


Daily Picture of Your Business 


result from each transaction. This is called double entry 
bookkeeping. 

Books are kept for two reasons: first, to show you how the business 
is gelling along—the progress of your business—and, second, how 
much your business is worth—the condition of -vour business. 

With this thought in mind, we will take up the different kinds 
of transactions for which entries are to be made, and hecause we 
must first have goods before we can sell them we will begin with 
Buying. 

Buying Expense 

In order to make the explanations of necessary entries per- 
fectly clear, we will presume that John Smith, a traveling sales- 
man, calls and you spend all of one day in giving him an order. 
During the time that you have been looking over his line you have 
not been able to give your full attention to the management of 
your business. Your time used in this way should therefore be 
charged as a buying expense, just as if you left your business and 
went to some other town to buy shoes. 


Suppose you had gone to some big shoe center and spent one 
week in huying shoes, you would charge as buying expense, not 
only for your time, but also for all expenses of traveling, such as 
railroad fare, hotel bills, etc. 

For instance, if you are drawing a salary of $5.00 a day from 
the business and were gone one week, you would enter as “‘Buy- 
ing Expense” under “Salaries” in column No. 11, $30.00, and if 
your traveling and other expenses paid in connection with your 
trip amounted to $50.00, you would enter this as “Buying Ex- 
pense’ under “Other Buying Expense” in column No. 12. These 
amounts will be paid out by you in cash and are therefore entered 
in column No. 31, “‘All Cash Paid Out,” Or, if a traveling sales- 
man calling at your store took up your time for a day, you would 
charge $5.00 as “‘Buying Expense’”’ under “‘Salaries’’ and the 
balance of your salary would be charged to Management and 
Selling in proportion to the time devoted to each activity. (See 
line ““B’’? Business Record.) 

Another item that is properly considered as buying expense 
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Black and White Boots 
—IN STOCK— 


















































No. 804 
Fine Black Kid 8%-inch Polish, 
White Clio Kid Top, Heavy Turned 
Sole, Covered Wood % Louis Heel 


with Aluminum Plate. Widths A, 
B, C and D. 


Price $4.25 


Ellis, Eddy Co. 


SHOEMAKERS 
Haverhill, Mass. 


Boston Sample Room, 207 Essex St. 
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ONE OF OUR 
IN-STOCK LEADERS 


Our Toe Fix Last.’ A sub- 
stantial, good-looking, com- 
fortable feeling shoe. Made 
of Vici Kid. Single Sole. 
l-inch, Heel. Widths D and 
| SERA i. Price $3.75 


Manufacturers 


Condon Bros. Co., Brockton, Mass. 
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A prectical device for holding the ‘shoe 
when being cleaned and polished 


Has changeable lasts for men’s and women’s shoes. 
Made with detachable wall bracket, so that the holder 
can be removed when not in use. 


Useful alike to those who dress their own shoes or 
have others attend to itfor them. For high and low 
_ and for dressing applied by brush, sponge or 
cloth. 

Retails for $1.00 and upwards 


—_ Write for Booklet and Prices 


COULTER MFG. CO. 325 ARCH STREET 


PHILADELPHIA 
TL 








THE COPYRIGHTED 


“Shoe and Leather Lexicon’’ 
AND 


“Shoe Fitting’’ 


Are two standard authorities, recognized as such 
throughout the shoe trade because of the painstaking care 
and accuracy of detail with which they are written and 
compiled. 

Sharply trimmed down to essentials, not a word wasted, 
they present in compact form information of the most 
useful sort for any one whose business it is to “‘ know 
shoes,” and to sell them. 

Both are published by the Book Department of the 
“Boot and Shoe Recorder.” Price 40 cents per copy, three 
copies for $1.00 (mixed order if desired) postpaid. Please 
-_ cash or check with order, or stamps for less than a 

ollar. 
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is the time devoted to taking size-up sheets and making up or 
examining stock records. 

This kind of work is very important and should be given as 
much time as needed. Some merchants make a practice of going 
over their stock thoroughly every Tuesday, so that they can order 
necessary stock in time for selling on Saturday. The point is that 
you cannot keep too closely in touch with your stock and that it 
is only by doing things regularly at some stated time that you 
actually do them. Usually what is left unti} we have time for it is 
never done. The part of your time spent in that way or the time 
of anyone else who does this should be charged as ‘“‘Buying Ex- 
pense.” 

The Proprietor’s Salary 


You should, of course, charge the business for your time with 
an amount equal to the salary you might earn if similarly em- 
ployed in the same kind of business or what you would have to 
pay somebody else to do it for you. This is a proper expense of 
conducting your business; and if other members of your family 
also take an active part in the business, a similar charge should 
be made for their services. For instance, if your son, who is at- 
tending school, works in the store on Saturdays, his time should 
be charged as an expense at the same salary that you would pay 
if you hired an extra clerk for Saturdays. If you do not want to 
take out of the business this or any other part of the salary charged 
for yourself or members of your family, you will enter the amount 
in column No. 30, “‘Sundries,’’.instead of in column No. 31, “‘All 
Cash Paid Out’’; and it will then be considered an addition to 
the earnings of the business when you make up your profit sheet 
for the month. In other words, the business gets credit for what 
you and your family earn besides what it earns for itself. 

Many merchants imagine that assistance from members of 
their families should not be considered, yet the fact remains 
that without such assistance it would be necessary to spend an 
equal amount for other help. 

Because your own time is devoted to buying, management, 
and selling, your salary should be divided among these three 
items according to the time you devote to each of these activities 
of your business. By keeping track of how you spend your time, 
you can soon divide the charge for it fairly among buying, selling 
and management. It won’t do to spend too much time on any 
one of your duties to the neglect of the others. Many merchants 
don’t give buying or management the attention they deserve 
because of their desire to be waiting on customers. Every mer- 
chant ought to spend as much time as possible on the floor of his 
store; meeting and getting acquainted with his customers; he also 
must devote sufficient time to running his business. Usually, 
buying (except for out of town trips) may be done in the forenoon 
and the afternoon devoted to looking after the trade. You can’t 
buy right when your mind is on something else and you can’t 
sell to best advantage when you are thinking about picking out a 
line of shoes. 

Placing the Order 


The traveling man has called with his sample line. After siz- 
ing up your stock and determining what sizes, widths, and kinds 
you need to make your line complete, you have picked out the 
shoes you want. The order is then made out, showing complete 
details regarding each kind of shoes, as width, size, leather, etc., 
and also details as to when goods will be shipped, by what route 
they will be shipped, what date is to appear on the bill, what dis- 
count you are to be allowed on the purchase, what return or 
other privileges you may be entitled to, etc. This will be signed 
by the traveling salesman as the representative of his firm. Your 
copy of this order is then entered on your stock sheet in the fol- 
lowing manner: (See Form S5.) 

At the top of this sheet you write the name and address of 
the firm with whom the order is placed; their line number; the 
kind of shoe; the leather; the last; the cost to you; the selling 
price; the percent of mark-up, and your stock number. The mark- 
up is the difference between the cost and selling price, and the 
per cent of mark-up is the mark-up divided by the selling price. 
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For example, you buy shoes for $2.85 and sell them for $4.50. 
The mark-up is $1.65, and the per cent of mark-up is $1.65 
divided by $4.50, or 36 2-3. The same plan of placing orders 
should be followed out with any mail orders you may send in. 
Mentioning all details removes all chances of misunderstanding 
or mistakes and by being definite, much trouble may be avoided. 
Further, by this plan and by entering the order on your stock 
sheet when it is placed, there will be no danger of forgetting what 
has been bought and sending in another order for the same thing. 
Besides, you will know what is coming and be ready for it, as 
well as when it should come, so you can write about it if shipment 
is delayed. It is best to make out all orders on a regular order 
blank with spaces for the details mentioned before, and this is 
just as essential in orders sent by mail. 

In addition to the manufacturer’s' stock number, it will be 
necessary that each kind of shoes be given a stock number of 
your own. A space for this number is in the upper right hand 
corner of the Stock Sheet marked ‘“‘Our Stock No.” It is suggest- 
ed that the Stock Sheets be filed in numerical order according to 
these numbers, so that you may quickly refer to any number 
you want to find, and also that the sheets representing the kind 
of shoes longest in stock will be on the first pages where they will 
be sure to be noticed. . 

On the bottom of this same sheet, in one of the squares under 
“Orders Placed”’ the order is entered according to the number of 
pairs of each size and width, as shown on the sample Stock Sheet. 

The shoes are received the following week and the man who 
unpacks them enters them on the Receiving Slip (See Form S6); 
the date shipment is received; from whom received; the manu- 
facturer’s stock number; the case number; the total number of 
pairs in a case; the sizes and widths; and his signature. 

This signed Receiving Slip is then sent to whatever place you 
may keep your books (your desk or office), where the date of in- 
voice and the invoice number are entered on them. The slip is 
checked with the invoice and the duplicate order to make sure 
that the shipment was received as ordered and billed, and is 
then taken out and checked and signed by the one who puts the 
goods in stock so there may be no mistakes in keeping your stock 
records. The goods are then given your stock number which is 
also entered on the Receiving Slip and after being marked the 
shoes are placed in stock. The signed Receiving Slip is then 
attached to the invoice and both returned to the office. 

The sizes and widths on the Receiving Slip are then entered 
in the large squares on the Stock Sheet, one stroke being made for 
each pair. (See Form S5). The sizes received are then compared 
with the orders placed at the bottom of the sheet, and if the order 
is received complete the word “Received” and the date are en- 
tered in the square at the bottom of the sheet. If not complete, 
those received are marked off in the small squares and the re- 
maining figures show how many are still on order. In this way 
there is no possibility of overbuying by forgetting what goods 
are still to come from the mav"facturer. 

The total number of pairs received, with the date of receipt, is 
entered in the Summary column on the right hand side of the 
Stock Sheet. 

In looking over the shoes, before placing them in stock, sup- 
pose you find one pair that is defective. This pair is size 6%, 
width A. You return it to the manufacturer, making a circle 
around the stroke in the proper square on the main body of the 
Stock Sheet. This pair is also deducted in the Summary column 
by entering the number inside of the circle, thus, (1) to distin- 
guish it from the number of pairs of shoes returned to you by cus- 
tomers which are also entered in this column but without the 
circle around the numbers. 

Your Stock Sheet will then show you, among other things, the 
following: 

(a) Which jobbers and manufacturers make prompt shipments, 

enabling you to sort up stock quickly and avoid losing sales. 

(b) Which jobbers’ and manufacturers’ lines sell best because 

for some reason often not apparent the goods of one maker 
(Continued on page 87) 
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Reg v5. Pat. orice 


A Nebraska 
Shoe Merchant 
Writes - 


‘‘We have recently 
put in a small line of 
hosiery, but have 
not had much suc- 
cess with them. 


“Kither the public 
do not know the 
lines we are selling 
or we are not going 
atitstrongly enough. 





**We have concluded 
that a line with a 
reputation like that 
enjoyed by ‘Onyx’ is 
what we need. 

“Please send your 


nearest representa- 
tive.” 





Nov. 18, 1916 
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HESE are days when it 
pays more than ever to 
be certain of the reliability 
of all merchandise you buy. 


Weare sticklers for Quality 


«Onyx Hosiery 
Has a reputation to maintain. 


Present conditions increase our vigi- 
lance, and we are placing the Onyx 
brand on no hosiery that is in any 
way short of ‘“‘Onyx’’ standards. 


The future of “Onyx” and the wel- 
fare of our patrons is our deepest 


concern. 


Chicago Office: 


The Lytton Building Emery -B. ers 


San Francisco Office: NEW 


Bankers Investment Building a = 


Lord & 
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o| Concentrate Upon " Ony x 
iif ch The Public 


Reg U.S. Pat. orrice 















































= BS — Ui y oe 
= =I as 
, 
P C 
‘ ; — Our Expert : 
OUR orders for Spring : P 
ae ; 2 Started a New 
1917, if incomplete in the ) OnyxDepartment § 
least degree should be placed > for $476. 
, ‘ 
at once. : He showed the shoe : 
This is the best advice we } «Merchant how he § 
y ; could not only capi- : 
know how to give you. § §6§=—s_ talize on the Onyx 
2 reputation with the : 
99 . D ‘ 
<3 ae Ho $1ér D public, but espe- C 
Ony ¥ ; cially the economy 3 
e of selling the Onyx q 
Has the greatest facilities for supply- , lines as a whole. ‘ 
D ‘ 
ing your wants—but present abnor- 5 With the backing of 7 
mal conditions place a limit on sup- our unequaled stock : 
ply never before experienced. facilities this store is : 
r today making a nice ‘ 
Do not put off your Spring buying a profit on Onyx 
until it becomes impossible for us to ems ; 
fully supply you. ; Let Us Advise You : 
, Too. ¢ 
5 ; ‘ 
Boston Office: : ‘ 
Company, Inc. 34 Bedford Street : 
YORK Philadelphia Office: 
1033 Chestnut St. 
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IMPROVED 
—. CUSHION SOLE 





Shoes---For Women 


Dr ° A, Reed, Patentee 





This is not the original 
Dr. A. Reed Cushion Shoe 











REED. 1 
DR. A. REED CUSHION SHOE, previously patented but 
PREVIOUSLY PATENTED, a“ e 
BUT HIS LATEST INVENTION : His Latest Invention. 





STOCK W282 
Women’s Kid Button 


14 STYLES CARRIED IN STOCK Kid Top, 16 Last 


A. H. BERRY SHOE CO., Portland, Me. 


428-430 Albany Building, BOSTON 


PUCUUUAAUAUEAUUOUOERAUOOUOOCUCHUOUUEEOOOGOOOCOOOCOOOOEUOOOOOOOOEOAUGUOSREUUUOOUNNOOOOOOOOESECOOOOOONNEOOOOOONINR: 


TTT 


The FEATHER WEIGHT 
ICE CREEPER 


Cc. W. CHURCHILL, Manufacturer 
214 Third Street, Lowell, Mass. 





T’S an article on which retailers 
make big profits. No trouble to 
fit and easy to sell. Made in Men’s 


’ . Fig. 1 Fig. 2 
and Women S SIZES. Fig. 1 shows creeper pushed up from heel 


when not in use. Fig. 2 shows creeper in use. 


Their grip is sure. You do not have to 
creep, but can step with confidence. They are light, simple, durable, 
easily adjusted and won’t come off. Order from your jobber at once. 





Never Slips 
PTTTTITITITITITTTTTTTTTTTTTTTT TTT 








1864 A. F. Smith’s “Glovefitting” Footwear 1916 


A Brand of Distinction for Over Fifty Years 





WELTS — TURNS — McKAYS 
THAT ARE DISTINCTIVE 


FULUUOROODRUCRGREGURCARCOOORGUEGGUOCGUEGURGGRROREGGRRBER 





DULAGRROGURRGROOGORORRRGRRRGGRRRRRGRRRRRRGRREGRORGRREEE 
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Dr. Scholl’s Foot-Eazer 


This scientific corrective, appliance for foot troubles is the 
means by which thousands of retail shoe men have built up 
their successes. It is the means of giving perfect foot com- 
fort—a service that holds the trade to the store firmly and 
surely. It is the means of increasing the profits considerably. 


This appliance is assisted in its work by a line of auxiliary 
devices and preparations, known collectively as Dr. Scholl’s 
Foot Comfort Necessities—advertised and sold world wide, 
and giving satisfaciion to both dealer and customer. 


This line of effective appliances and preparations in your 
store will assure you the success that you are striving to 
make. Send for descriptive literature and proposition to 
dealers. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Necessities in the 


World 
MAIN OFFICE AND FACTORY CHICAGO, ILL. 
213 W. Schiller St. 


NEW YORK TORONTO LONDON 


1015 
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BEDELL SHOE STORE, Newark, N. J. 
Chairs by 


AMERICAN SEATING [OMPANY 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES 





The illustration shows 
an attractive shoe store 2 equipped with 


Sanitary Opera Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 


Greater Comfort - 
(Spring, stuffed or full roll plain seat) 


Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- 
ing wooden legged chairs) 


Indestructibility 


(Opera chairs guaranteed against break- 
age. Wooden legged chairs and settees 
break easily) 


Rigidity 
(Opera chairs have heavy metal uprights 
fastened to the floor) 


























f Saves Money 


You employ efficient salespeople 
to wait on your customers, not to 
wrap packages and make change. 


With Lamson Carriers all rout- 
ine operations are performed by 
employees trained for this par- 
ticular work. 





Drop us a card and let us tell 
you what Lamson Carriers can 
do for your store. 


THE LAMSON COMPANY 
Boston, Mass. 








mn 








No. 110 
SHOE STAND DOUBLE SHOE STAND 


35 W. 32nd St. 
New York 


SHOE STANDS 
FOR EVERY REQUIREMENT 








No. 1657 
Price Each 
Oak Mahogan: 
Wax or Varnis 
Finish Finish 
2 1-2 inch. ..$1.00 $1.15 
4 Spee 1.75 1.90 
inch ..... 2.00 2.15 
eo ineh ..... 2.25 2.40 







Made = our new Pow 4 with our oar es 
base, 5 it brass 


cast brass 
inches square; 1-2- Siones a 3-8 


g 
til to any angle. connection. 
Price each $2.80 Price each $2.75 


We have a large variety of designs in 
Shoe Stands—any of which will in- 
crease the Efficiency of your window 
a ae 

Each fixture represents the Highest 
Quality that it is possible to put into 
store equipment. 


HUGH LYONS & COMPANY 
LANSING, MICHIGAN 
234 So. Franklin St. 
Chicago 
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Color Schemes and cn 


How Merchants Have Bettered Their Stores and Their Sales by Attention 
to These eaciiii Equipment Features 


system seems faulty, do not blame 
off-hand the kind and quality of your 
lamps. If you feel there is “‘something 
wrong’ about the store that is hard 
to define, the chances are that your 
“color schemes” may be at fault. 

You may have mahogany fixtures, green cartons 
and carpets. These colors absorb light and reflect 
none. 

You may have dark corners and “‘pockets’’ which 
the most brilliant lamps will not illuminate. 

Study your interior coloring and see if you are get- 
ting the reflection of light you should have from the 
lamps you burn. 


What One Merchant Did 


A western store had this problem to solve. After 
several years of experimenting, during which a number 
of various kinds of lamps were tried, they decided to 
change colors. 

The dark woodwork was painted buff. The ceiling 
was changed from blue to cream shades. A bright 
gray, or aluminum shade was adopted for cartons. 
Carpets were changed from green to dark gray. Chairs 
were re-upholstered in gray to match carpets. Dark 





corners and pockets were painted bright yellow in 
panels edged with gray. 

It is now a beautiful store and the illumination is 
perfectly distributed. Incidentally the expense of 
lighting has been cut in half! 


Another Interesting Solution 


A merchant in South Carolina had a deep, narrow 
store, in the center of the block. He had no chance for 
natural lighting excepting from prisms in front and 
small grated windows in the rear. He could not use 
a sky light or light well. 

Careful study of the situation, and consultation 
with an expert, developed the need of a new color 
scheme. The interior of the store was repainted. 
Ceilings yellow-cream, walls and woodwork light gray. 
Gray carpet was laid. The tops of windows under- 
neath prisms bright yellow. All woodwork in the rear 
of the store was made bright yellow. The front of the 
store was painted “battleship gray.”’ Across the alley 
in the rear of the store, was a warehouse, badly weather- 
stained and very dark. The front of the warehouse 
facing the rear of the store was painted white. 

This change of color scheme reflected light into 
every part of the store and made it bright and 
cheerful. 





An Example of Window Lighting by Dan Cohen Shoe Co., Newport, Kentucky 
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Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory ‘‘rust-proof”’ or finished 
fastener. 


Our Fasteners are a Finished Product 
attached by 
The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 


For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 


On every piece. To Match Your Fixtures On every piece 


ra cp a | | bie ‘Coburn iis 
fact vcuaeee Piet | | Trolley Ladders 


W. T. CHENEY CHAS. E. HALL | j are simple, ef- 


WALK-OVER BOOT SHOP } fj ficient, inexpen- | 
Terre Haute, Ind.,June 21,1916 f ff Sive, saving time | 


C. F. STREIT MFG. CO. : 
5 =: sin Sales effort. 


Cincinnati, Ohio. 


Dear Sirs:--Our Fitting Stools received yesterday and we are \ 
so well pleased with same that we would like for you to make § 


’ us four more, at once. Ship by express and oblige. Get estimates--- 


Yours truly, 


send us a rough | 
Sketch of your | 


s store interior, | 


WALK-OVER BOOT SHOP 


FITTING STOOL 





$3 85 | ¥ showing shelves 


to be reached and | 
let us tell you the 


The cheapest on the ‘ " 
§ market--will outwear cost. 
4of any $2.00 kind 


STRONG and 
onal Catalogue on re- 


WRITE FOR CATALOG quest. 


The C. F. Streit Mfg. Co. 


1047 Kenner St., CINCINNATI, O. 
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Points to Remember 


If you have a similar condition confronting you 
study your color scheme. You may solve your light- 
ing problem by using the proper colors in interior 
decoration. 

Remember that green, red, brown, or kindred shades 
absorb light and reflect none. 

Yellow, cream, gray and similar shades reflect the 
greatest amount of light. 

Adherence to these principles will not only increase 
store attractiveness and save lighting bills, but will 
also permit the most efficient use of the darker con- 
trasting shades and colors in display units or fixtures, 
and the better display of current shoe styles. Further, 
mahogany stands, dark finished chairs, stools or show- 
cases, and such display accessories as the darker skins, 
velvets or silks will appear to much better advantage 
against such a general color 
scheme. 


Lighting the Windows 


A natural complement to 
the color scheme of the store 
is the system of lighting in use. 
A glance at the window of the 
Dan Cohen Co. Newport, Ken- 
tucky, managed by N. M. 
Northcutt, shows a distribu- 
tion of light over a forty-foot 
frontage, embracing two win- 
dows and an island show case, 
that is highly efficient. Each 
window is equipped with thirty- 
two sixty-candle power electric 
lamps, and the showcase has 
fifteen lights of the same type, 
with a center drop of four 
lights. 

Now take note of the color 
scheme in the window it- 
self, which was designed by 
A. C.. Wellington, one of the 
department managers. The panel background with 
mirror effect is white, and the decorations are 
orange netting, natural oak leaves and crepe paper. 
Glass topped nickel stands are used for display units. 
The center case is draped with lavender poplin tied 
with gold tassels. One display unit is an ivory table 
with cloth of the same texture draped from it over the 
flooring, and the shoes shown are solid color and two- 
tone novelties. 





A Store Lighting Problem Solved 


In a store where lighting is a real problem, it is im- 
portant to avoid the commonplace if distinction is to 
be attained. For the merchant who objects to certain 
types of distinctive fixtures on the ground of expense, 
the type adopted in Bedell’s Boot Shop in New York 
City, and illustrated here, should be of interest—and 





“THE GREAT NATIONAL SHOE WEEKLY” 61 


incidentally there are other points of equipment in 
this picture that are worthy of note. The cost of such 
lighting is reasonable; its distribution is even and soft; 
its attractiveness is unquestioned; and the merchant 
who thinks that “‘that’s all right for New York, but 
New York’s not Homeburg”’ had better think twice 
before deciding. Metropolitan stores are simply the 
measure of advancement in shoe merchandising; and 
if shoe merchandising is to be what it ought to be, that 
measure of advancement must be approximated in 
the small town as well as in the larger centers. ‘‘Serv- 
ice’ is a widely used—and much abused—word, and 
no merchant can actually render it without the equip- 
ment that will attract and please his purchasers, wheth- 
er it be in decoration and lighting, sales methods, 
fixtures, accessories or seating arrangements. Has 
not the merchant who is “prepared to serve’ an ad- 


® 


An Efficient Lighting System Adopted by Bedell’s Boot Shop, New York City 


vantage over his competitors? If he gets the business, 
don’t blame him; just go over your store point by 
point and see what you can do for its betterment. 


Health Lecture in Factory 


Under the auspices of the Society for the Prevention of Tu- 
berculosis, a series of lectures is being given to the employes of 
Johansen Bros. Shoe Co., manufacturers of women’s shoes, St. 
Louis. Mrs. A. G. Wichmann, daughter of Mr. J. Johansen, 
president, an active co-worker in this work secured the services 
of Miss Ethel Bass for the first lectures. Miss Bass has spent the 
past two years in New York in settlement work and is a qualified 
and ardent worker. Before the lecture, Edward Byrnes of the 
sales department conducted the party through the factory and 
Miss Bass stated, ‘“‘Why your factory is ideal from a worker’s 
standpoint, plenty of air and light. My lectures will be confined 
to home conditions of your employes for I have no suggestions 
to offer here.” 
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COMFORT 
STYLE 
DURABILITY— 


These elements 
enter into 

and characterize 
all varieties of 


GROVER 
FOOTWEAR 


SPECIALISTS in KID 
FOOTWEAR 51 YEARS 


























=i 


Stock No. 421—Fits on u 
wide range of foot-types 


CK 
J.J. Grover’s Sons ‘\~'° 


LYNN. MASS. 
BOSTON, MASS. 


— a 
eal GROVER ce 


Established 1865 


IN STOCK, No. 421 
PARIS KID, BUTTON 
No. 24 LAST 
FLEXIBLE WELT 
STOCK TIP 
1-3 44—8-inch heel 

A to EE 
24-8 
PRICE $3.75 


OVER SIXTY STYLES 


NEW YORK 
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— when a customer 
asks fora polish 


IT IS AN EASY 
WAY TOSTART 
THE CUSTOMER 
THINKING OF 
YOU FOR SHOES 
DOZEN . . $ 2.00 


GROSS . ._ 21.00 
F.0.B., BOSTON 





ALDEN T. CLEVELAND, MFG. CO. 


BOSTON, MASS. 








BLU LULL 


Nov. 18, 1916 
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Do YOU Share the 
PROFITS on YOUR 


Fire Insurance? 


IF NOT—WHY NOT? 


WE are paying a dividend 
of 25% on our policies 


in the special class for shoe 
dealers. 


You can get your share 
by insuring in the 


Fitchburg Mutual Fire 


Insurance Company 
FITCHBURG, MASS. 


Middle West Representative, Mr. W. B. ACKMOODY 
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WONDERWELT 


D sic Cuts are IN STOCK For Children 
The NEW and BETTER STITCHDOWN WELTS 


Packer Hide Sole——— Close Trimmed Edges———Desireable in Height 
Not Squatty in Appearance—Rubbers will Fit Them—Good Workmanship 
















Style 209 Style 258 
Gun Metal Button Gun Metal Lace 
High Cut High Cut 
>... fe S73 ae 5 @o0-68:......fi40 
Sigte }i:...... BOS 8364011....... Tae 
8336 te.3..... 3.25 llkto 2....... 2.25 


Style 208 Patent Button, High Cut, Same Prices 


Send for our Catalogue showing Wonderwelt 
In-Stock Shoes. 


We carry a Complete Line 


FOR CHILDREN IN-STOCK 





Sold Exclusively By 
Style 258 


The A.W. PlatinShoeCo. 

Everett - Mass. : 
Ves Fae oem eonooosocseuouscsouuopeccosmseovausssesesooaoosqvosoqoosoesonaaeseooswe re reee ICCC CeCe es W 
pu emore is are agli to gueontes the i 


Shoe Polishes beauty of every kind of shoe 
: WHITTEMORE’S THE OLDEST AND LARGEST M’F°RS. OF SHOE POLISHES IN THE WORLD 


“FRENCH 


Style 209 











“DANDY” 


” : 
: Russet Combination GLOSS : 
: For cleaning and pol- For Ladies’ and Children’s :: 
= ishing all kinds of russet, Sh =: 


= tan or yellow colored 
=: boots and shoes. 

: Large Size 

: Per Gross........$24.00 
: “STAR RUSSET” 
:: COMBINATION 

3 0c Size 


Restores the color and lustre =5 
to all faded or worn black = 
shoes: softens and preserves = 
the leather. Apply with sponge = 
attached to cork. : 


Always Ready for Use 




















: Shines Without Brushing : 
S Per Grows........- $9.00 PU EE 65 cceccccieses $9.00 :: 
=: Black or Tan =: 
:: I is vb oto hObk chevees bey o ch esee ee $9.00 ‘ ‘GILT EDG E’ 9 =: 
=: 66 : 
=. ~~... Spans a ol The only black dressing for|| 
=: ombination’’ ite of Ladies’ and Children’s shoes 
?? VELVET OIL ORNEUAGEME that positively contains OIL. 
=: The ONLY polish endorsed Softens and preserves. Im-]j ror 
: : FRICTION by the manufacturers of parts a beautiful lustre. 
2: POLISH Beet COE Gates. Largest Quantity 






@ Contains oil and positively 
“ nourishes and preserves 
Hire leather and makes it wear 
NO me LEATHER longer. Blacks and polishes 


=s Finest Quality 
ss Gives a jet black polish with P 


° Its use saves time, labor and/| 
=: either brush or cloth. 


brushes, as it Shines With- 
i jj out Brushing. Always ready 
ee w ( or “to use. Also for gent's —_ 


“Baby Elite’? Combination kang » oe. 
10c size, per gross... .$9.00 























— 
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Save 25 cents per pair 1 
on this lot at 325¢ 


Per Pair 








No. X45—Women’s Felt Comforts 
with Pompom, no heel. Colors gray 
MEIER 5 6 ordi s 8c hela d or 321% 


Regular Jobber’s Price, 57 4c. 

















No. 500—Men’s Gun Metal Blucher 
and Button, McKay Sewed.. . .$1.65 


Regular Jobbers’ Price $1.90 











SOLD IN 
CASE LOTS 
ONLY 


Stock These Felt Goods for Christmas Selling 


Save 25 cents per pair 1 
on this lot at 525¢ 





Per Pair 





No. X44—Women’s Felt Comfort 
Satin-Padded Insole. Colors, ox- 
ford, navy blue, green, brown, ma- 
roon, red and lavender....... $0.521% 


Regular Jobber’s Price, 77 4c. 











Pocket a Fat Profit on These 











No. 3000--Women’s Black Vici Vamp, with 
White Cab. Top, McKay Sewed. A Hand- 
OUD TGs ooo ctbcscecsccancovscess $2.50 


Regular Jobbers’ Price $2.85 











Terms Net 30 Days 


S. ROSENBERG 


“King of Jobs’’ 
209 Essex St., Boston, Mass. 


SOLD IN 
CASE LOTS 


ONLY 
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When Quality Counts Most 


In making a sale there’s no shoe so certain 
of success as The Packard Line for Men 


You may buy them branded or unbranded 


In Stock ready for immediate delivery 


Stock No. 557 
Gun Metal Calf Bal 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.25 


_ Steck No. 610 
Black Kid Bal 
(Glazed Kangaroo Tip) 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 


Student Last $4.00 ~ 


Stock No. 600 
No. 26—Mahogany Russia 
Calf Bal 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.50 


Stock No. 607 
No. 26—Mahogany Russia 
Cal B 


(Red ae Sole, O’Sullivan 
Rubber Heel) 
Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Stag Last $4.50 


Stock No. 555 
No. 14—Russia Calf Bal 


A —— Sizes 7 to 10 
B Wid Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.25 


Stock No. 602 


No. 16—Coffee Brown Russia 
Calf Bal 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $4.50 


Stock No. 605 
Gun Metal Calf Bal 
(London Smoke Buck Top) 


‘ Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last, $4.75 


Stock No. 606 


No. 26—Mahogany Russia 
Calf Bal 


(Match Buck Top) 
A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 5 to 10 


Biltmore Last $5.00 


Stock No. 611 
Glazed Kangaroo Blucher 


A Wide Sizes 7 to 10 
B Wide Sizes 6 to 10 
C and D Wide Sizes 6 to 10 


Clyde Last $4.00 


The Packard line of shoes for men is the best 





M. A. Packard Co. 


Brockton, Mass. 


Makers 


to buy to retail at 


$4.50 to $7.00 


Our salesmen are now in their territories 
showing the Packard Line. 
if you want to look it over. 


ibe 


FOR MEN 


Write us at once 





Boston Salesroom 
60 South St. 


New York Salesroom 
122 Duane St. 


Chicago Salesroom 


302 Lees Bidg., S. 5th Ave. 


anes 
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FINEST 
WHITE SHOE 
IM THE WORLD 








PEG.u 3.PaT OFFICE B 














ART-REIGNSKIN —N ¢ 


WHITE REIGNSKIN’S 


[These two wonderful, beautiful cloths—Fine, Hard Faced, Unusually Strong. “a 
, Plain While and Art-Reignskin—supply a needed material, making a big to tl 
fashion appeal. Their sensible economy helps the volume of shoe sales. Spec 
Leather costs are advancing intolerably, unbearably. pe 
Art and Plain Reignskin are modish, practical, economical, durable, timely. ever 
They can also be dyed any color to match any dress. They create attractive all u 


Peters Manufact 
SHOE CLOTH SPECIALISTS— 


461-479 8th Av. 
Opp. Penn. Station New York 


Copyright, 1916, Peters Manufacturing Co., New York City 











-Newest Shoe Artistry 


’S DEBUTANTE SISTER 

feet where natural attractiveness does not exist. They lift footwear Artistry 
to the level of Millinery, Garments and Dress Accessories. 

Specify both Plain and Art-Reignskin on your orders. Samples free on re- 
quest. Write or wire for sample bits of Reignskin cloth for comparison to 
detect inferior imitations. Always demand a Reignskin Trademark Label in 
every shoe, for your and your customer’s protection; we supply them free to 
all users of our Reignskin cloth. 


ufacturing Co. 


ALISTS—3 GENERATIONS 
—— F 43-59 Lincoln St. 


Boston Near South Station 
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BOSTON 
U.S.A. 


AMERICAN © 


a first quality brand of rubbers that all 


dealers should have on hand. 


**American’’ rubbers satisfy the con- 
sumers. They are built on lasts that have 
all the beautiful curves of the up-to-date 


styles of leather shoes. 


American Rubber Company 
Boston, Mass. 





Nov. 18, 1916 





Nov. 18, 1916 


¢ + *¢ 


Boots and Shoes 

There was a heavy call for rubbers late in the 
Spring and undoubtedly many households contain a 
number of pairs of rubbers, which their owners hope 
will be wearable this Winter. Some of these and in 
fact, a large proportion of them will be found unreliable 
when they are resurrected for the coming season, and 
any light, soft snowfall in a metropolis is going to make 
a big demand for rubbers. The jobbing houses have 
delivered some of their orders, or in fact most of them, 
and they are now clamoring for more supplies from 
the manufacturers who have orders on hand which 
they are endeavoring to fill as fast as possible. It 
helps the manufacturer vastly to have the demand— 
that is to say, the retail demand—hold off until this 
late day and should the weather remain moderately 
pleasant until Christmas as it does in some years, 
they will be able to deliver almost all the goods for 
which they now have orders. Every factory is running 
to full time and many of them are running overtime 
or with a double force, and others would do so were 
enough help available. 


Tennis Goods 


Every factory where tennis goods are manufactured 
is swamped with orders. There is no doubt but the 
coming season will be far ahead of last year, which in 
itself was the record for tennis footwear. Few of the 
factories are confining themselves to the common, 
cheap, everyday tennis shoe or sneaker. Most of them 
are manufacturing high-grade goods which vie in 
style with the shoes manufactured in the leather shoe 
factories. The manufacturers of tennis goods have 
come to the conclusion that there is a demand for good 
class shoes that have style and snap. A notable de- 
parture the past season was the manufacture of can- 
vas-upper rubber-sole shoes in imitation of welt, ‘and 
another was the placing of high heels upon ladies’ 
shoes. This year will find a number of manufacturers 
who are putting out lines of ladies’ boots and low cuts 
which in appearance and style leave little to be de- 
sired. And these goods will sell, in fact are selling 
now to retailers, to such an extent that the manu- 
facturers are looking for more help in manufacturing 
to make such goods. In sporting shoes the demand is 
active and producers are showing many different lines 
for special sporting purposes. 


Crude Rubber 


While there is a good, steady demand for crude rub- 
ber the general tendency seems to be to purchase 
conservatively. This is the season when manufacturers 
need large supplies, but they seem content to purchase 
in moderate lots, rather than to carry large stock 
ahead. Improvements in washing and drying enable 
manufacturers to use rubber soon after it is received, 
thus obviating the necessity of carrying large stock in 


The Rubber Realm 
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advance, in order to enable it to dry, after washing, 
by the air process, vacuum drying having taken its 
place in nearly every factory, which enables the drying 
to be accomplished in as many hours as the old process 
needed days or weeks. The large consumers are buy- 
ing much of their stock at shipping points in South 
America and Singapore, which of course makes busi- 
ness more quiet here at home. London reports a fair 
amount of business, with moderate fluctuations in 
price, and these prices are closely followed in New 
York. We quote: Upriver fine, 84c.; islands fine, 
77c.; upriver coarse, 47c.; islands coarse, 33c.; caucho 
ball, 45c. for upper, 44c. for lower: Cameta, 32c.; 
Centrals and Mexicans 40 to 42c.; Guayule, 32c. to 
33c.; first latex pale crepe, 65c., smoked sheet, 64c 


Scrap Rubber 


The scrap rubber market is quiet with little change 
in prices since last week. It is believed that the col- 
lectors are holding stocks back, expecting to get higher 
prices later. A well-known dealer states that he can 
put his hands upon several cars, owners refusing 
to sell at today’s prices. All the principal markets are 
about the same quotations today, dealers offering from 
82 to 9} cents for scrap boots and shoes, and 6} to 
6c. for trimmed arctics. These are prices made to 
collectors, delivered at shipping points. Collectors 
of course, must pay sufficiently less to allow for pack- 
ing, forwarding and profits. 


Rubber Notes 


Charles A. Coe, eastern selling agent of the United 
States Rubber Co. was in Philadelphia this week. 

Geo. H. Mayo, manager of branch stores of the 
United States Rubber Co., visited Boston last week. 

Charles McCarthy of the Goodyear’s Metallic 
Shoe Company, Naugatuck, Conn., was in Boston 
last week. 

M. H. Clark, general footwear factory manager of 
the United States Rubber Co. visited the Boston head- 
quarters last week. 

Arthur Reeve of the New York office of the United 
States Rubber Co. visited the American Rubber Co.’s 
factory at Cambridge, Mass. 

The Converse Rubber Shoe Company is putting 
out a specially attractive new line of women’s tennis 
with wood heels and rubber top lifts. 

“Safety first’’ is practically demonstrated at the 
American Rubber Company’s factory at Cambridge, 
where all the shafts running the heavy machines are 
equipped with magnetic clutches which instantly 
cut off the power in emergencies. An educational cam- 
paign to teach the workers is continuous. But, of 
course, accidents do happen, in spite of all care, and 
a hospital room is provided, fully equipped for minor 
injuries. 
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‘‘The store’s service is judged by a shoe’s service.”’ 
Marshall. 


The Marshall shoe for men, wears and makes 
friends for dealers of the wearers. 


“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
BROCKTON, MASS. 
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“STYLE SHOES FOR 


SEVENTY STYLES 








STOUT WOMEN” : IN STOCK 
Sizes 21-2 to 12 | OuT SIZES | Widths AAA to EEE | 














Smeteath a eee 








SHOES THAT INVENTORY AT 100 CENTS ON THE DOLLAR THE YEAR ROUND 


TO RETAIL AT $3.50 TO $7.00 


SEND FOR NEW CATALOG AND PRICE SHEET 


STOCK 





B79—PATENT LEATHER, Circular foxed, B81—BLACK GLAZED KID, Circular and Foxed Lace Boot, Dull Top, Plain Toe, 
Fine Black Cloth Top, 14 Buttons, Short Foxed, Fine Black Cloth Top, 14 Buttons, Arnold Welt, McKay, 13-8 Heel. 2% to 10 
Vamp, 13-8 Heel, Geodyers Welt. 2) to 10, 13-8 Heel, Plain Toe, Goodyear Welt, 2 E Width; 24 to 11, EEE Width (not carried 
E width; 24 to 11, EEE Width (not carried to 10, E Width; 24 to 11, EEE (not carri in EE Width). 

in EE Width). Has the appearance of a “C.” in EE Width). B56—Same as above in Button. 


SOLID LEATHER COUNTERS — SOLID LEATHER BOX TOES 


W. B. COON CO., Exclusive Manufacturers ROCHESTER, N. Y. 


Chicago: A. J. Bates Co., 328 W. Monroe St., covering Illinois, lowa and Wisconsin. 

















B55—ARGENTINE CALF, Circular Vamp 


































op. 





Gun Metal 
Vamp 
Gray Nubuck 
Top 








As above, a Black Vici Vamp with an Ivory 
Kid T 
MADE BY GRAY BROS. 


Havana Brown 
Kid Vamp 
White Kid 

Top 








Black Suede Vamp, Gray Buck Top. 
MADE BY GRAY BROS. 


Mahogany 
Tan Calf 
English 


Walking Boot 


Ry Price 3.50 
As above in Gun Metal , .~ 


— 





Westcott-Whitmore 





For 
Immediate 
Delivery 


New Artistic 
Snappy Styles 


In Stock 


You will be pleased with 
the prompt attention given 
your order. 


All styles shown herewith 
carried in A, B,C, D widths. 
Sizes 2 1-2 to 7 unless 
marked otherwise. 


sabes 4 orien. 43 4.4.0100 


Black Vici 
Vamp 
White Kid 


New 12-8 Heel 


Black Vici 
Vamp 
White Kid 


Top 


_ AEE ae Price 5.00 
As above, in Brown Vici Kid, Plain Toe. 

OT Rr er eee Price $3.75 
As above, in, Black Vici Kid, Plain Toe. 


Top 








WELT 






Price $3.50 


0 eee eee Price 2.50 


Send for Catalogue and Novem- 


. Gun Metal 
ber Supplement showing English 
our complete line Walking Boot 
with 
Ball Strap 


The 


Company 








Same as above in a McKay. 
Widths Cto E. Sizes 2 to 7. 







Syracuse $2 N. Y. 
ue = ES Prey Pere ee ee ace 7% 
Specialists in Women’s eS 
Stylish Footwear eo --- adetpepeetiepere 2A te 
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The price on this shoe 
is as attractive as the 
shoe is handsome. In 
this style we have 
achieved distinctiveness 
by simplicity of pattern, 
excellence of materials, 
and elegance of finish. 
Buy it. It will make 
money for you. 


CHESLEY © RUGG 


Men's and Women’s Turn Slippers 


New York Office: HAVERHILL, MASS. 


W. B. Wynns 
Marbridge Bldg., 34th and Broadway 


Boston Office: 
89 Bedford Street 
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MARKETS— 


ST. LOUIS 


The High Tide of Activity 


Both wholesale and retail trade in the St. Louis market and 
the St. Louis territory generally have maintained the activity 
which has prevailed since the opening of the Fall season and which 
has progressed with almost unbroken regularity from the be- 
ginning. The retail stores report the aggregate of business far 
above any season in the history of the trade, this being true of 
both the exclusive stores and the departments, with the consum- 
ers prepared at least if not altogether willing to pay the higher 
prices that are necessitated by the raw material conditions. 
Stores generally report that they are doing business at prices 
fixed with regard to replacement values, and manufacturers 
continue to bulletin advances to the salesmen on the road. 
Plants are working in very nearly all cases to full capacity, the 
limitations being only the ability to get the needed help. The 
call for specialty goods 
from the specialty manu- 
facturers and departments 
is heavy and still {con- 
tinues to interfere with 
the pushing forward of 
the goods‘ on Spring” or- 
der. However, more and 
more of these goods are 
going into work and the 
shipments, both on current 
demand and for Spring will 
be exceptionally heavy 
during November and 
December. Collections 
continue to be most ex- 
cellent and the last ves- 
tige of doubt of the 
ability of retail merchants 
to take care of their very 
heavy orders for Fall and 
Winter seems to have 
disappeared. most vigorous change in fore 
last in many grades of shoes. 
J. M. Sloan Estate In- 


ventoried 


The inventory of the estate of the late James M. Sloan, third 
vice-president of the Hamilton-Brown Shoe Company, was filed 
in court during the week and showed that all his stock in the 
Hamilton-Brown Shoe Company and his life insurance ‘policies 
were heavily encumbered, as also his handsome home in Wash- 
ington Terrace. The value of his estate is expected to be little 
more than the obligations, although he was quite a heavy holder 
of the company shares. 


Death of Mrs. W. S. Sanders 


W. S. Sanders, St. Louis manager for the American Oak 
Leather Co., lost his wife, Mrs. Jennie McKittrick Sanders, by 
death last week. Mrs. Sanders had been ill but a relatively short 
time. She is survived by two sons, and one daughter, as well as 
her husband. Burial was in Bellfontaine cemetery. 


Active in Society 


President Frank C. Rand, of the International Shoe Co., and 
Mrs. Rand, are quite active in St. Louis society this season, both 
on their own account and in compliment to guests which include 


The High Toe Popular 





The development of the high we tast some score or more years ago was the 
arts in this generation. It is a permanent 
ere we heel it, in button and lace, made by 
Stonefield-Evans Shoe Co., Rockford, Ill. 
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In Centers of Shoe Manufacture ¢« ¢ ¢ 
STYLE DEVELOPMENTS—NEWS 


Mr. Rand’s nieces from Huntsville, Ala. The social events so 
far arranged include a dinner and also a musicale. The Misses 
Rand will spend the Winter in St. Louis with their brother, 
Joseph Rand, a nephew of F. C. Rand. 


Hamilton-Brown Stock Active 


Considerable interest has attached during the past several 
days to the activity of the stock of the Hamilton-Brown Shoe Co., 
which has been advancing rapidly from its low point of the early 
Summer to the high figure of $150.00 per share. The advance 
has been steady with some slight recessions followed by gains 
which more than overcame the losses. It is understood that the 
company is closing a very successful year with shipments ap- 
proixmately $12,000,000.00 and it is also known that it has been 
particularly successful in placing contracts for leathers, with the 
result that on the market quotations of today, as compared with 
those of the time of purchase, a very heavy profit has been made, 
estimated by some at approximately $1,000,000.00. There are 
also reports of the probable 
declaration of a dividend 
of attractive percentage. 
The Hamilton-Brown Co. 
in its capital is and always 
has been relatively low 
compared with the volume 
of its business and this 
accounts for the rapid in- 
crease in the quotations 
on ’Change. 


Death of Mrs. Wm. 
Kaut 


Wm. Kaut, vice-presi- 
dent of the Kaut-Reith 
Shoe Co., at Carthage, 
Mo., and superintendent 
of the factory, has suffered 
aloss of his wife at Saranac 
Lake, New York, where 
she had been for some 
time for her health. Mrs. 
Kaut is survived by her 
husband, one son and one 
daughter. The interment 
was in St. Louis and the funeral was attended by many trade 
friends. of Mr. Kaut and family friends, also. 


Entertaining Oklahoma Merchants 


In furtherance of the extension of St. Louis’ acquaintance 
with the business men of the territory which St. Louis houses 
cover, the Sales Managers’ Bureau of the Business Men’s League 
will give a luncheon November 22 to about 100 Oklahoma busi- 
ness men and their wives, who will visit St. Louis at that time, 
coming on a special train. The train, in addition to bringing the 
visitors, will also convey two cars devoted to exhibits of the 
products of Okmulgee County, Oklahoma. 


Brown Shoe Co.’s Annual Report 


The annual report of the stockholders of the Brown Shoe Co., 
issued for the fiscal year ending October 31, contains some inter- 
esting statistics. It shows that the total sales for the fiscal year 
were $15,913,373.45, on which the net earnings were $1,467,- 
756.76. 

The assets of the company, including cash, accounts receiv- 
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ALDEN’S 


Shoes For Men 
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C. H. ALDEN COMPANY 
Aiewjen - + ClC} . 
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able, merchandise and the plants, less reserve for depreciation, 
together with the trade name, good will, etc., aggregate $15,- 
604,200.27. Of this amount the first three items aggregate 
$9,024,316.02 and the trade name, good will, patent rights, 
etc., $4,966,365.46. 

The current liabilities reported, including notes and accounts 
payable, aggregate $4,237,470.29, outstanding stock, common 
and preferred, $9,700,000.00, and the surplus and reserve, as 
shown in the income account, $1,666,729.98. 

The plants of the company in operation number eight, four in 
St. Louis and one each in Moberly, Mo., Brookfield, Mo., Dix- 
on, Ill., and Murphysboro, II. 

The report shows the net sales for the year to be practically 
50 per cent in excess of the company’s best preceding year. One 
of the most interesting features of the year has been the successful 
development of a profit sharing plan under which all executives, 
managers, superintendents, foremen and their chief assistants 
receive a percentage of the profits. 


Harry Vinsonhaler at Omaha Wedding 


Harry Vinsonhaler, president of the Vinsonhaler Shoe Co., of 
St. Louis, spent part of the week in Omaha, Neb., to attend the 
wedding of Miss Isabel Vinsonhaler, daughter of Mr. and Mrs. 
D. M. Vinsonhaler. The wedding is one of the most notable 
nuptial events of the season in Omaha and the ceremony at 
All Saints Episcopal Chucrh Wednesday evening, was followed 
by a reception at the home of the bride’s parents. 


Buys Interest in Hat Business 


One of the largest shoe manufacturers in St. Louis, George 
Warren Brown, Chairman of the Board of the Brown Shoe Co., 
has made a departure into the hat business by acquiring a con- 
trolling interest in the Sloan-Force Hat Co. He bought last week 
the stockholdings of W. G. and J. A. Sloan, thus gaining a major- 
ity control of the company, which is capitalized at $200,000.00. 
The company, however, will continue to be managed by its pres- 
ent executive, President C. Fay Willard. The company occupies 
a part of the building in which are the headquarters of the Brown 
Shoe Company. 

Clifford C. Fox to Marry 


Clifford C. Fox, president of the Fox-Wohl Shoe Company, 
will join the ranks of the benedicts November 29, when he will 
marry Miss Helen Glaser. A brother of the bride will be best 
man, while one of the groomsmen will be David P. Wohl, a former 
partner, who recently withdrew from the company and set up in 
business for himself. The young couple are being much enter- 
tained prior to the ceremony. 


CINCINNATI 


Optimism the Keynote 


A prominent shoe merchant of Cincinnati recently expressed 
the present condition of the trade, and that that existed during 
the past six or eight weeks, as being, ‘‘a general lull in the busi- 
ness.”’ He went on to say that he did not wish to leave the im- 
pression that business was poor and that shoes were hard to 
sell, but wished to drive the fact before the minds of every shoe 
merchant in the country that if during the past few weeks their 
business has not been exactly up to all expectations—they should 
not in the least become discouraged or dissatisfied, but simply 
take out their records of one year ago, compare them with their 
sales of this season, and find that they are selling a far greater 
number of shoes this Fall than they did the same time a year ago. 
The merchant at all times should keep one eye on what he has 
done, and the other on what he is doing, thereby keeping himself 
well acquainted with conditions as a whole. 

In doing this he will educate himself to the point where he 
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will know exactly what to do when there is a slight lull in the 
sales. 

The opinion of the merchant whom we are now quoting is 
that in a case of this kind, dealers should at every turn make it a 
point to boost the game. to hold their wits, and not tighten up on 
their buying. His reasons for looking at it in this way, as he said, 
are due to the fact that he believes that in every line of business 
there is going to be unprecedented prosperity during the coming 
months. 

Gaiter Sales Heavy 


Every shoe store in the city reports large sales in gaiters. They 
are all stocking up in the popular shades of gray, brown and 
champagne. 

Style Tendencies for Spring 


The retail stores as well as the manufacturers predict a very 
large season of white kids and canvases for the Spring. Many 
think that during the Winter months the two-tone colors will 
continue to predominate, these being in such colors as black and 
white, brown buck tops with darker brown vamps, etc. 


What the Windows Show 


In watching the window displays of Cincinnati .it is noticed 
that fewer extreme colors and styles and combinations are being 
shown now than during the earlier weeks of the Fall. This, in a 
measure ratifies the fact that the merchants are just a little bit 
nervous as long as they have on their shelves many pairs of the 
very extreme patterns. One of the largest shoe department 
managers recently pulled out a nine inch boot and showed it to 
writer. Laughing he said: “I don’t know why, but I sold a whole 
six dozen pairs of these shoes.”” The shoe was of a red top and a 
green vamp, in a kid, button. He stated further: “I just sent 
word to the window trimmer to take this shoe out of the window, 
for I only have two pairs left.’””, He went on to say that right then 
he didn’t know what was going to sell best through the Winter, 
that right at this time both fancy and plain boots are selling. 
Then he pointed to a light brown, plain buck with a little bit 
of beading worked in on the vamp, and said: ‘Now I have 
bought a good stock of those and am living in hopes that they 
will sell this Winter, but as yet they haven’t moved.” 


Special Displays for Convention 


The convention of the National Shoe Retailers’ Association 
which is to meet in this city on January 8, 9 and 10 will no doubt 
bring about great enthusiasm among the window trimmers of 
all the stores that handle shoes, and also among many who do 
not carry shoes. It is already reported that the New H. & S. 
Pogue Company intends to turn every one of their windows to 
one great display of boots and shoes. This company has about 
fifteen of the most up-to-date type of show windows, varying in 
size from ten to twenty feet each in length. 


Death of Mrs. Elizabeth Streit 


Mrs. Elizabeth Streit, 72, wife of Charles F. Streit, vice-presi- 
dent of the C. F. Streit Mfg. Co., makers of shoe store fixtures, 
died at her home, 3545 Paxton Road, Hyde Park, Wednesday, 
November 8th. She is survived by three children, Mrs. W. B. 
Buchanan, Mrs. O. S. McDonald, and Carl F. Streit, president of 
the C. F. Streit Manufacturing Company, Cincinnati. 


In the Manufacturing Field 


Local shoe manufacturers are all keeping very busy working 
up orders for immediate shipment. From all indications such 
shipments consist in a great part, of white uppers with black kid 
vamps. Some factories have already begun to make their plain 
whites which are predicted to be very strong sellers for Spring. 

Many of the local manufacturers report that they have orders 
booked up until May Ist. 
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vem §=SHOE 


IN STOCK 


To Retail For 
$5.00 -- $6.00 


—— drast High, 


f you want Men’s shoes 

and (want ’em quick)— 
some snappy up-to-the- 
minute footwear that you 
can be P-O-S-I-T-I-V-E- 
L-Y SURE will be shipped 
the very day your order is 
received—here they are:- 


MYOPIA LAST 


No. 116R Mahog. Russ. Cf. 
Bal., $4.75 


No. 117R Gun Met. Bal. $4.35 
JIM DUMPS LAST 

No. 155R Gun Met. Butt. $3.50 

No. 157R Gun Met. Bluch. $3.56 


L de see that this covers 
your five and six dol- 
lar trade and covers it 
well. And the goods are 
right on the floor just wait- 
ing for your order. 


f you want to see what 
real service is like order 
from these three styles. 


E. T. WRIGHT 
AND CO. INC. 


ROCKLAND, MASS. 




















STOCK NO. 117R $4.35 


Gun Met. Coll. Bal. Myopia Last. Sizes; AA, 7 to 
11; A,6 to 11; B and C, 5 to 11; D, 5 to 10. 


STOCK NO. 157R $3.50 
Gun Met. Bluch. Jim Dumps Last. Sizes; C, 6 to 
11; D and E, 5 to 11. 


STOCK NO. 155R $3.50 
Gun Met. Butt. Jim Dumps Last. Sizes; C, 6 to 11° 
D and E, 5 to 11. 
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NEW YORK CITY 


Conditions in the Retail Market 

In the women’s novelty lines the popularity of the black and 
white combination remains very good, and the colored kid stocks, 
especially brown, are in strong demand. Buck tops seem to be 
a steadily growing factor, especially in shades of brown harmoniz- 
ing with kid vamps. There seems to be a general opinion through- 
out the trade that cloth will come into greater vogue as the season 
advances. It is scarcely necessary to say that a development of 
this sort will do much to relieve the situation in the matter of 
materials, and will keep shoe prices at least somewhere within 
the limits of reason. Another feature of the cloth top develop- 
ment is that it will be very likely to carry with it a greater sale 
of patent leather than heretofore, and it is quite probable that 
the market here will receive considerable offerings along these 
lines as the season advances. 

In the men’s shoes cordovan and cordovan calf continue the 
strong leaders in style in the better grades of footwear. Of 
course along with them is a steady demand for the dull black 
stocks. Patent leather does not show very largely in men’s goods 
except in strictly dress models. Of course the sale of cordovan 
itself is limited by the shortage of this material, and while mer- 
chants are getting cordovan shoes right along, their supply is in 
no sense near their demand, and the substitution of the calf 
stock is therefore necessary. 


N. Y. Retail Association Activities 

A meeting of the Retail Shoe Dealers’ Association of New York, 
preliminary to the general meeting for the month, was held at 
the Cosmopolitan Hotel on November Ist, with Louis Edelstein 
presiding. The meeting was largely for the purpose of outlining 
plans for the present year’s activity, to be presented at the reg- 
ular meeting, scheduled for November 15th at 11 o’clock at 
McElwain, Morse & Rogers Building. 


To Issue Monthly Bulletin 

One of the most important matters taken up at the meeting 
at the Cosmopolitan was a plan to establish a monthly bulletin. 
Ben Jacobson, L. Edelstein, Arthur Joseph and W. H. Wild 
were appointed a committee to handle this matter. The plan 
is to have the bulletin go forward monthly and without cost to the 
members of the association. Its contents will include the reports 
of the activities of the association, of matters of special interest 
to the membership, and a digest of the important topics discussed 
in the business papers. With this will be combined special ar- 
ticles that may be contributed by members or others through its 
columns, and altogether the new bulletin promises to be inter- 
esting. 

An Advisory Board of Retailers for the association was also 
organ .ed and the appointments under this will be announced 
later. 

Active Demand for Goods 

It is a pretty clear indication of conditions in the retail trade 
that is reflected in the statement of Henry Lilly of the auction 
firm of Henry Lilly Company that they have never sold rubbers 
so well or in such quantities up to this time in the season as now, 
and this despite the fact that we have been without any rubber 
weather at all. The inference is that the trade is buying, not be- 
cause they have an immediate demand, but because they fear 
a scarcity of merchandise later on. 

Mr. Lilly has been receiving congratulations from a number 
of his friends who have taken too literally a statement in one of 
the recent advertising announcements of the house that it was 
81 years in business, and they applied this to Mr. Lilly personally. 
Just to clear this matter up it may be stated that while the busi- 
ness is 81 years old, Mr. Lilly is not. 


A New Member 


A prospective new member of the shoe store supply house 
of Lyons & Company made his appearance on November 5th. 
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Upon that date Mr. Harry Lyons also became a grandfather. 
The new comer is the son of Mervin Lyons, who is the son of 
Harry. 

Novelty Styles Wanted 


The wholesale houses specializing in women’s novelty footwear 
are continuing very active with present season’s business. As 
Mr. Kellers of the Kellers-Evers Company stated recently, people 
want shoes and they are starting off like a whirlwind buying 
them. Brown kid with suede tops is a strong seller. Black 
and white combinations, especially black patent leather with 
white kid tops, are also selling very strongly, and there seems to 
be a steadiness to this demand which is likely to carry through 
the season. 

In speaking of the coming spring business, Mr. Kellers said 
that they have as yet bought nothing but white, and they are 
looking forward to the biggest white season that the country 
has ever seen, greater by a considerable margin even than the 
last Spring and Summer. Since there is bound to be some uncer- 
tainty as to just what the novelty trend will be for the Spring 
season they have as yet made no effort to lay out their lines in 
this direction. 

Advises Buying Ahead 


That the trade is buying heavier than usual in children’s 
lines, that prices will continue firm certainly and probably will 
advance, and that the customer is wise to place orders when he 
can get the manufacturer to take them, are the conclusions of 
J. Posner of A. Posner Shoes, Inc. So far as they are concerned, 
Mr. Posner stated, they would not book orders for later than 
February Ist delivery, owing to this very condition of uncer- 
tainty in the material market. 

At present the factory is working to capacity and excellent 
progress is being made so that their stock department is in better 
shape for handling immediate calls than has been true for some 
time past. The demand in their line is for black, black and white, 
all white and tan in approximately the order named. 


Factory Working to Capacity 


The factory of the Diamond Shoe Company is being operated 
to capacity according to one of the people of the New York house 
of that concern, and in addition to a good deal of work for the 
present season, goods are going through on the Spring run. The 
demand seems to be pretty generally spread through all leathers, 
and in Spring orders tan stocks continue to be extensively called 
for. 

Overgaiter Shortages 


It is quite evident from the orders that have been placed, de- 
livered and sold, and the duplicate orders that are now coming in 
that the popularity of overgaiters during the present season is 
greater than for a considerable while past. 

The nine-inch overgaiter is the one in greatest demand, al- 
though some of higher cut are called for. White, gray, chamois 
and fawn are the colors principally in demand, while there is a 
considerable range in grades wanted, all the way in fact from 
$7.00 to $24.00 and even over. ; 


PHILADELPHIA 


Active Retail Business 


The shoe business seems to be independent of weather condi- 
tions this season at least, and there is considerable doubt if heavy 
weather will effect any change in the character of the shoes 
sold at least in the women’s lines. We are living in a period of 
pretty shoes according to the retail people and these pretty 
shoes will be bought independent of weather conditions, and it 
would seem almost independent of price. 

For the most part merchants are able to take care of the needs 
of their customers in the novelty lines and there is a sufficient 
amount of staples to meet the needs of the trade. 
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has a refined, exclusive atmosphpre tha 
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Style 81 


Brown Glace Kid 
Cream Kid Top 


An attractive combination 
of two of this season’s 
fashionable leathers. Turn 
sole, square edge. Shel- 
burne 4800) last; covered 
LXV heel. AAA, 4% to 8; 
AA to D, 2% to 8. 


Price $6.50 


















































Style 94 


Black Glace Kid 
Vamp White Wash- 
able Kid Top 


The real white washable 
glace kid has doubled in 
rice—our. boots are cut 
rom the finest selection of 
this wonderful leather. 
Light welted sole, leather 
Louis. heel; Shelburne 
(800) last. AAA, 4% to 
8; AA to D, 2% to 8. 


Price $6.50 



































Style 86 


Chestnut Brown Kid 
High Cut Boot 


A wonderful success al- 
ready in demand by well- 
dressed women in every 
city. Light welted sole, 
leather Louis heel. Brighton 
(825) last. AAA; 41% to 8; 
AA to D, 2% to 8. 


Price $6.25 
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Samples on Request 


HALLAHAN & : 


MAKERS OF HIGH GRADE SHOE 


PHILADELPHL 


idg., 34th St. & B 


LONDON OFF! 
NEW YORK OFFICE: Lt Gerson, M. A.Warde, J. R.Varley ‘Milton Hot 
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| Style 98 tt Style 83 : Style 97 
Black Glace Kid Black Glace Kid Black Glace Kid 
Turn Sole High Cut Oyster Gray Buck Top High Cut Boot 
Whole foxed; Princess pat- Genuine imported buckskin Flexibl ere a ae 
tern; Shelburne (800) last; of finest quality, vastly oem oi Shelinate (000) 
two-inch kid covered LXV superior to the imitations last. Our black glace boots 
heel; plain toe. Square- shown this season. Light ase cut team ths Beet 
ae = = — i welted sole; —s ate selected goat skins. AAA, 
y — oe | ~ imitation wing tip; leather 4% to 8; AA to D, 2% to 8. 
AA to D, 2% to 8. == e : 4% t <<<} 2 ’ ’ 
"7 ; vuenwe.” [| 
Price 85.00 ; Price $5.00 
Price $6.25 




















RADE SHOES FOR WOMEN 


LPHIA, PA. 
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; LONDON OFFICE: Henry Bolton BERLIN OFFICE: LHollerbusch’ All stock shoes sold net thirty days 
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Business in the men’s lines is also very good with a strong 
demand for the cordovan styles either in the genuine stock or in 
calf, although the bulk of the business done is in the dull black 
leathers. 

The Overgaiter Demand 


Houses supplying the retail trade state that they have calls 
for overgaiters running up to thirty dollars per dozen although 
the greater volume of business is done in those at twelve. This 
makes a good $1.50 seller and that seems to be a popular price 
for them. .Onevof the features of the overgaiter business that is 
noted in the findings trade is an increased call for overgaiters 
for men. White gray and chamois are the prevailing shades 
called for. 

Rush and Excitement in Findings 


Mr. Lagomarsino of the findings and shoe store supply house 
of P. P. Laromarsino & Co. characterized the present situation 
in the findings trade as one of rush and excitement with the 
necessity for being always alert to get goods, almost all of which 
are scarce, with high prices and with the prospect of them 
going higher. 

Leather is not the only commodity that is high in cost and dif- 
ficult to obtain for this applies to pretty nearly every findings 
line as well. Their own experience he said is that they are can- 
celling almost as many orders as they are shipping and they are 
compelled to split shipments many ways so as to give their cus- 
tomers at least something of what they want. 


Approaching the Spring Season 


“The demand for goods for immediate delivery is not so very 
great just now,’ Mr. Newton of the manufacturing firm of J. R. 
Newton & Co. stated a few days ago, “‘because we are getting 
along toward the end of the season in the high grades of shoes. 
The approach of Christmas is likely to interfere with the shoe 
business in this class of merchandise and as orders coming in 
now would mean delivery somewhere in December there are 
fewe> of them.” 

Although they have not as yet started in on the cutting of any 
stock for the Spring run, he said there is a very good accumula- 
tion of orders on file for Spring delivery. The orders show a good 
demand for low styles, pumps and shoes showing a very small 
tongue. The puzzle with some buyers for the Spring is the posi- 
tion that will be occupied by the high boot. Will it continue to 
sell through the Spring season as it did in that just past? It is a 
question that they cannot answer at once. One buyer, Mr. New- 
ton, said, would not buy a pair of Spring boots until 1917, al- 
though the chances are that if he holds off, and many do like- 
wise and then decide that they want any quantity of them, they 
will not get their merchandise until considerably later than they 
would like to have it 

Rabbit Day 


To close up a shoe factory in the midst of a rush season merely 
for the purpose of going rabbit hunting, might seem odd at the 
first glance, but there were not a few of them that closed up 
through Pennsylvania on November Ist. when the open season 
for rabbits occurred, and in New Jersey on the 11th of the month 
for the same purpose. Rabbit day in the country is a pretty big 
occasion and some of the work forces are said to have com- 
promised by working on election day in consideration of the fact 
that rabbit day would be given them instead. 


LYNN 


Style All the While 


It’s style, style, style, nothing but style in Lynn, and the new 
shoes follow each other as fast as the clock ticks. And there never 
was a greater variety of pretty boots for Santa Claus to slip on 
to Christmas stockings. 
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Styles predominate over prices as a tree shades the land. Buy- 
ers coming to Lynn ask not “How much,” but ask ‘What 
style.” 

Yet prices are soaring. Union soles, of extra quality, suitable 
for women’s shoes, are pretty close to 50 cents a pair. Time was 
when a manufacturer could buy the whole bottom stock of a 
pair of shoes, soles, heels, and counters, and welting, too, for 
50 cents. 

Kid leather is the marvel of the hour. A dollar a foot is one 
of the prices mentioned for the finest kid leather. A Lynn shoe 
manufacturer recollects that, when he started in the shoe trade, 
he worked in the cutting room of the Plant factory in Lynn. 
Then Mr. Plant was featuring shoes of vici kid leather, a new stock 
and was paying for it eleven cents a foot. 


Brown Kid a Leader 


Brown kid leather seems the favorite of fashion at the present 
moment. Shoes with brovin vamps of India leather and white 
sheep tops have sold at $4.50 a pair, wholesale. Time was when 
shoes with India vamps and sheep tops sold at $1.85. Great 
increase in India leather prices is due to phenomenal advances 
in India skin prices in London market, and to extraordinary im- 
provements in the finishes of the leather. Same is true of sheep 
leather. 

Black for January? 


Is black coming back? That’s what some Lynn firms would 
like to know. One concern has $5000 worth of black calf leather 
in its stock room, and a letter from a New York buyer predicting 
a run on gun metal calf shoes for January. Same buyer also says 
that patent leather boots with novelty tops are going to sell 
during the Winter. 

Russia calf boots are picked for best sellers next Spring. 
Eighty cents a foot was a price asked for Russia calf in Lynn 
last week. Before the war, it could be had for 24 cents. 

That white boots will have another big run next Spring and 
Summer is almost a sure thing. A new light shade of gray has 
appeared, and there is a considerable production of gray boots 
for immediate delivery. 

And there are still more styles, styles and styles. 


Wants an Investigation 


E. W. Burt, nationally known manufacturer and merchant, 
says that leather is too expensive for the good of the shoe trade. 
He believes that the trade should make an investigation of the 
leather supply, and take some steps to remedy present conditions. 

If so much leather is being sent abroad, says Mr. Burt, that 
there is danger of American people going barefooted, then we 
should take steps to compel foreign countries to send more hides 
and skins here. If we are not raising enough raw material for 
leather in this country then we should take steps to do so. 


Merchandising Methods in a Factory 


B. F. Green is selling out his retail clothing business, which is 
one of the largest in Lynn, to give his entire time to the Lynch 
Shoe Co., of which he is president. The Lynch Co. makes millinery 
shoes. 

Already, Mr. Green is active in the factory. He is introducing 
store methods into it. For instance, he believes that advertising 
pays in the factory, as well as in the store. So he has posted bulle- 
tins throughout the factory, appealing to employees to do their 
best work. 

The most important of these bulletins are those which urge 
employees to think of methods of improving the business, and to 
make a note of their ideas, and drop the note in the suggestion 
box. Ten dollars is paid for each good suggestion. 


Shoe Man Re-Elected 


Hon. M. F. Phelan, of James Phelan & Sons, one of the 
largest and oldest shoe firms of Lynn, has been re-elected to 
Congress. 
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Redden Lining makes shoes wear longer—keeps shoes in shape—saves the stock- 
ings. Costs a few cents more per pair, but adds 10% to 25% to the value of the shoes. 


FARNSWORTH, HOYT & C N 


Write for our free feat “Inside Focts on Shoe Linings.” 









OF A REAL SHOE LINING 


; ae ae we ” = 
‘E. F. CARPENTER, Presivenr ‘ T. P. STANWOOD, Taeas ano Sec 
' | W. 8B. GUTHMANN, Ist Vice Pres. R. L. PENNINGTON, 2no Vice Pres. ° 


| _- GUTHMANN, CARPENTER & TELLING 


COR. MONROE ano S. FRANKLIN STREETS 


FACTORIES 
HOLLAND, MICH. CHICAGO 


Oct. 12th, 1916 | 
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Gentlemen: 
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If every manufacturer of good 
shoes would use your "Red-Line- 
In" lining, it would add to the 
wear and reputation of his goodg 










Apu, 





Yours, very - 


President. 


‘Retail Dealers—Wholesalers :— Your manufacturer can 
put this lining in any of your shoes—call for it on your next order. 


C MPANY, Makers, Boston, Mass. 


It contains information of interest to every shoe dealer 
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SHOES THAT BRING STEADY 
SALES AND STEADY PROFITS 

















WOMEN’S McKAYS 








és Style No. 852 


Last No. 102, Patent Leather, White 
Louis Heel and Sole. A dainty model. 


FOR SPRING 

SPORT SHOES — Both 

High and Low Cuts, 

Rubber Soles. 

COLONIALS — _ Differ- 

ent, attractive. 

STRAP PUM PS— 

Lots of different ones 

to choose from— 

And then the staples 

that make this line, the 

retailer’s ‘“‘Bread and 

Butter Line.” Sects teas tae 

Style No. 835 A i 

Last No. 96, Black Calf, Rubber Sole, B.S eS oe 


Ball Strap MADE BY Stylish 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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HAVERHILL 


Disappearing ‘‘Grades’”’ in Women’s Shoes 


“‘One result of changed conditions in the leather market, with 
big advances in all sorts of stock.”’ said one of Haverhill’s rep- 
resentative shoe manufacturers, “‘is the elimination of the so- 
called ‘grades’on women’s goods. For instance, the 9244cent Mc- 
Kay slipper, for the jobbing trade, was for years as staple and 
popular as wheat. It was an important part of Haverhill’s prod- 
uct. The jobber added his profit of ten per cent and sold it the 
country over. Sometimes with changes and addition the price 
might go to 95 cents, but 9214 cents represented the ‘grade’ 
idea. The manufacturer often got the worst of it on this grade 
line. Keen competition on low-priced shoes gave the jobber 
opportunities of which he wasn’t slow to take advantage. 


Shoes Sold on Their Merits 


“If the 9214 cent line was represented by a one-strap McKay, 
the buyer was likely to demand at the same price, a two or three 
strap, or some other variation of the pattern. And he usually 
got it. The result was that a manufacturer often worked for his 
health, as you might say, rather than for a profit while not a 
few of the close figurers on this class of goods were forced to the 
wall. Now we've got away from the ‘grade’ idea. The old 92% 
cent line, with its hard and fast ‘grade’ scheme has gone forever. 
In its place are many lines of McKay slippers at many prices. 
The cheapest are above $1 and all are sold on the individual 
merits as regards materials and patterns.” 


Will Make Shoes in Haverhill 


John H. Cross, who formerly manufactured shoes in Lynn and 
later in Cambridge, Mass., will produce goods in Haverhill. Mr. 
Cross has leased the first floor of the brick building on River 
Street, formerly occupied by Thayer, Maguire & Field. He will 
produce in that plant, a line of women’s high grade turn footwear. 
The space under lease is about 10,000 square feet and has a capac- 
ity of nearly 1000 pairs a day. The details of the business organ- 
ization are being worked out by Mr. Cross, who is now in this 
city. He believes Haverhill to be the best place in the United 
States in which to make turn shoes. Mr. Cross is in the front 
rank as a style designer of women’s footwear. 


A Time to Consider Profits 


“With the demand for many kinds of leather greater than sup- 
ply,”’ said a member of the local trade, “‘And a real shortage of 
shoes in consequence, this is a time for merchants and manu- 
facturers alike to consider carefully the question of profits. 
Speaking for the manufacturers, I believe that many figure their 
costs too closely. If they were as attentive to the matter of 
profits as they are to going after business, they would make a 
better financial showing at stock-taking time. There are concerns 
here in Haverhill as well as elsewhere who are doing business on 
too small a margin. The percentage of net profits on the volume 
of production dwindles to dangerously small proportions. Five 
per cent is too small. Ten per cent ought to be a minimum. Under 
present conditions, we must play safe. There never was so 
favorable a time as the present for some of us to revise our figur- 
ing of costs and profits.” 


Veteran Shoeman Dead 

Charles C. Griffin, a prominent citizen of Haverhill, died in 
this city November 8 in his 78th year. Mr. Griffin was one of 
the best known shoe manufacturers and cut sole dealers in Haver- 
hill for many years. He was also prominent in banking circles. 
Mr. Griffin was born in New Hampshire and came to Haverhill 
at an early age. He had already acquired a knowledge of shoes 
and leather, and with his brother, R. E. Griffin, formed a part- 
nership which was for twenty-five years continued in the pro- 
duction of shoes with factory located on Washington Street. 
In a big fire of 1882 the building and contents were destroyed. 
The firm resumed business later, under the name of Griffin Bros., 
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in the cut sole business instead of shoe manufacturing. After 
six or seven years Mr. Griffin retired from active business. He 
was, however, interested in organizing a factory in Brooklyn, 
under the style of Griffin-White Shoe Company, in which his 
son, Harry E. Griffin was a member. 


Death of Sole Leather Dealer 

John Bailey, one of the oldest and best known men in Haver- 
hill’s shoe and leather district, died November 10 in his 71st 
year. Mr. Bailey was engaged in the sole leather business on 
Washington Street, where he had been located for many years. 
He was a native of this city and as a young man was employed 
in various factories connected with the shoe manufacturing and 
sole leather industries. He is survived by three sons, one of whom 
is associated with the father’s business. 


BROCKTON 


Large Orders Placed Early 


‘The big buyers, those upon whom we depend for the founda- 
tion of our season’s business, placed their orders early and quick- 
ly this season,” said a Brockton manufacturer. “‘We were taken 
by surprise when we received requests from several of our largest 
customers, to call earlier than usual with spring samples. These 
concerns seemed to sense the price situation, even better than 
the manufacturers and traveling men. For; as a matter of fact, 
many salesmen were loath to go out and talk high prices for fear 
of scaring away business. They needn’t have worried. 


Merchants Awake to Conditions 


“The big buyers, so far from being afraid of our early season’s 
prices, were entirely willing to pay what we asked, provided they 
could be assured of early deliveries. Our salesmen who cover 
the principal points had their traveling schedules knocked all 
to pieces by the demands of their leading customers for early ex- 
aminations of samples. It’s said, the early bird catches the worm, 
and the early buyers were surely in right on prices this season. 
As for the late buyers—well, we advanced shoe prices to our 
traveling salesmen three times during the past week and that’s 
a fact!” 

Prices Still Reasonable 

‘Speaking of Prices,’”’ said the manufacturer previously quot- 
ed, ‘‘tlie figures which are now being placed on shoes made in 
Brockton, are as a rule below market as represented at the pres- 
ent time. I will venture to say that the prices which we are ask- 
ing for our goods at present, high as they may appear, are from 
50 to 75 cents a pair less than if based on today’s leather market. . 
This is particularly true of colored footwear, of which two or 
three shades are in such active call from the leather trade as to 
bring prices up to almost prohibitive -figure. 


Featuring a Special Line 

In connection with their factory stock department in this city, 
George H. Snow Company are featuring the ‘‘Wearmore”’ shoes 
with guaranteed ‘‘Wearmore”’ fibre sole. This sole is manufac- 
tured especially for the Snow line and is of particularly strong 
construction. Three styles of the ‘‘Wearmore” shoes are carried in: 
stock: mahogany, Russia calf English bal, on the “Strand” 
last; gun metal Harvard blucher on the ““Hunch” last; gun met- 
al, English bal on the “Fenway” last. Geo. H. Snow, head of this 
house, states that the demand for this special shoe is testing the 
facilities of the stock department. 


Shoeman and the Brockton Fair 


The Brockton Fair, almost as well known an institution as 
the Brockton shoe is, as regards its management, closely affiliated 
with the city’s principal industry. At the annual meeting of the 
Brockton Agricultural Society (the official title of the Fair) held 
November 13, President Charles Howard resigned after ten years 
of continuous service, consenting, however, to continue as hon- 

(Continued on page 93) 














The Natural Step 
of Our Ancestors 


Comes Back 
With This Sole 






















“THE SUPER - SOLE” 


WHICH EXCEEDS 
IN MERIT 
AND UTILITY 
THE COMMODITY 
WHICH IT 
SUPERSEDES 









“ECONOMICALLY BETTER THAN SOLE LEATHER” 
TRY IT AND SEE WHY 


MADE BY 


TYER RUBBER CO. 


ANDOVER, MASS. 


‘Sole Selling Agents 
THE BROWNRIDGE CO. 


170 Summer Street, Boston. 
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BOSTON 


Massachusetts Merchants Elect 

At the annual meeting of the Massachusetts Retail Shoe Mer- 
chants’ Association, held at the Boston City Club, Tuesday eve- 
ning, with an attendance amongst the greatest of the year, the 
following officers and executive committee were elected: 

President, W. W. Willson, Boston; First Vice-President, R. J- 
Healey, Worcester; Second Vice-President, J. C. Palmer, Lynn; 
Secretary, H. R. Terhune, Boston; Treasurer, R. A. Hutmacher, 
Waltham. 

Executive committee: W. W. Willson, R. A. Hutmacher, 
E. W. Burt, I. B. Howe, R. B. Graham, J. F. Lynch, M. H. 
Caldwell, J. H. Woodbury, M. Armstrong, T. Hume, and J. A. 
Jewell. 

Great pressure was exerted on retiring President Burt to con- 
tinue at the head of the organization, but without effect. His 
presence on the executive committee, however, insures the con- 
tinuance of his interest and active endeavor for the future of the 
association. 

Features of the presidents’ annual report in addition to a re- 
view of the work of the year, were the statement that 212,350 
copies of the association’s educational pamphlet, ““What to 
expect and what not to expect in footwear’’ had been sold in the 
short time that it has been on the market to date; and the 
amount of organization work that has been done during the year, 
in assisting in the organization of shoe merchants associations in 
Worcester and Springfield. Mass., Chicago and the State of 
Delaware. 

The treasurer’s report showing a satisfactory balance, and the 
reports of the various committees were accepted, and two new 
members were elected. 

The speaker of the evening was Hon. Wm. F. Murray, former 
congressman and now postmaster of Boston, who had been unable 
to accept the invitation to speak at the October meeting. 

Following the discussion of a lengthy program of business the 
meeting adjourned at 10.30 P.M. 


Shoe Salesmen Hear Sheldon Expert 

The Boston Retail Shoe Salesmen held their regular monthly 
meeting on Monday night, and elected four candidates to mem- 
bership. The educational feature of the evening was the address 
by New England Manager Benjamin of the Sheldon School. 

A further token of the wide recognition that has come to this 
unique organization of shoe salesmen was the invitation extended 
to President Currier to speak before a joint meeting of shoe 
merchants and salesmen in Worcester, Mass., on Thursday eve- 
ning. Mr. Currier’s subject was “‘Organization.”’ 

At Thursday night’s gathering of shoemen in Worcester those 
present were also privileged to hear a highly interesting and 
instructive talk on leather, by Col. Wm. Armstrong, leather 
manufacturer, of Salem, Mass. 


Machinery Men Go Hunting 

Among a group of United-Shoe Machinery Co. men at Lake 
Unculus, Maine, near the Canadian border, are E. D. Cox, man- 
ager of the United Last Co. Fred Cox, of the German office; J. W. 
Meloon, formerly of the Buenos Ayres office, Arthur T. Foster, 
head of the pulling over department, Herry Pearson, of the Unit- 
ed Last Co., Bernard Leslie, of the Beverly factory, Francis 
Farwell, of the experimental department, and Bernard Leslie, 
of the Beverly factory. Maj. William Stopford, retired, and 
Maj. Fred Stopford, of the U. S. A. are with them. 

Buyers in the Market 

Notable visitors to the market this week included S. Bamburg- 
er of Mandel Bros., Chicago; Geo. L. Apgar of Gimbel Bros., 
Philadelphia and Wm. Kaufman, of Sommer & Kaufman 
San Francisco. 

Repairers Strike Still Unsettled 

At the meeting of the Massachusetts Retail Shoe Merchants’ 

Association, Tuesday night, E. W. Burt reported what had been 
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done in the matter of the strike of Boston shoe repairers, and while 
no solution had been reached at that time, he expressed the hope 
that the strike would be terminated satisfactorily within a very 
short time. It is said that a labor organization whose activities 
are radically different from those of the Boot and Shoe Workers’ 
Union, has injected itself into the matter and there is understood 
to be no disposition amongst individual merchants to counte- 
nance the activities of such an organization. 
Letters Advertised 

Letters were advertised in the Boston Post Office for week 
ending November 11 for The Argo Rubber Co., the Phoenix 
Rubber Co., The Racine Tire and Rubber Co., the Small Shoe 
Co., the Clifford Leather Co., and the Diamond Shoe Polish Co. 


New Boston Store 
Rosen & Ludwig have opened this week a new shoe store at 
2241 Washington Street. This concern has been associated with 
the retail shoe business during the past sixteen years and operate 
several other stores. Both members of the firm are experienced 
merchants and well known to the trade. 


BUSINESS RECORD SYSTEM 


(Continued from page 53) 

sell better than those of another .and for that reason may be 
more profitable in the end, even though the immediate profit is 
not so high. For instance, if you were to buy a pair of shoes 
that cost $2.50 and sell for $4.00, you would make $1.50 
gross profit. If you bought another pair like them immediate- 
ly and sold them you make make another $1.50 in gross 
profit. If, throughout the year, you were able to buy and 
sell four pairs one after another, you would, at the end of 
the year, have made $6.00 in gross profit and your invest- 
ment at no time would have been more than $2.50. This 
is, of course, a profit of 240 per cent on your investment, and 
is the way you make money, and the oftener you can buy 
and sell the more money you will make. 

Suppose the shoes had cost you $2.75 and you sold them as 
before at $4.00 you would only make $1.25 gross profit on 
each pair; yet, if, for some reason, you were able to sell eight 
pairs, one after another, during the year, you would make 
$12.00 gross profit, or 436 per cent on your investment. 
Thus, even though the latter did not pay as much profit as 
the former each time they were sold, because they sold 
faster, more money was made. Thirty per cent five times is 
more than fifty per cent twice. 

The Stock Sheet kept up to date will show you just which 
kinds are selling fast enough to make the most money for you, 
just which sizes sell best, just what prices seem to suit your cus- 
tomers, just what kinds are returned most often when sold, 
and also which ones must be sent back to the manufacturer 
because of customers’ complaints. 

You cannot afford to keep on buying from a manufacturer 
whose goods do not give satisfaction and the Stock Sheet will 
bring that condition to your attention. 

You will want to buy the goods that sell easiest and the grades 
your customers want will most certainly move fastest. It is im- 
portant that you determine just what your best selling prices 
are. Often you will find that the most of your profit comes from 
staple ‘‘asked for’’ merchandise. However, it is a point about 


which you cannot afford to guess. 


It is impossible to estimate the value you may get out of the 
stock sheet. It will enable you to regulate the amount and kind 
of merchandise on hand so that you won't over-buy or under- 
buy except on account of conditions beyond your control. Your 
stock can be cut down or expanded as need be, the “dead” 
lines weeded out, the good lines given a better chance to grow, 
and you will really be master of your business instead, as some 
merchants are, a slave to it. This Stock Sheet gives the informa- 
tion in condensed form, easily accessible. It deserves and should 
have your constant, careful attention. 

(To be continued next week) 
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THE BENEFIT OF YEARS 
OF EXPERIENCE EX- 
PRESSES ITSELF IN P. J. 
HARNEY’S WELT AND 
McKAY SHOES FOR 
WOMEN. 


STYLISH 
To the last minute. 


BUILT RIGHT 
By Lynn shoe makers. 


PRICED LOW 
For volume trade. 


DROP A LINE TO THE 





P. J. HARNEY 















Three live numbers. Style right. 
Priced right. In stock. Ready to 
ship. Quick service. Complete sat- 
isfaction. Write or wire TODAY. 


Now Carried IN STOCK in a New Height 
(A Little Higher than Our Old Regular) 





F40—Patent, with Mat Calf Top. 





75 814 to 12, $1.95 1244 to 2, $2.35 — ; 
ra bac alf. wali: Holters’ Holters’ -— 
5 to 8, $1.80 8% to 12, $2.00 1214 to 2, $2.40 “Georgian’”’ “Stroller’’ 


Rich dark brown kid. 8-inch, Gun Metal Calf, Dull Top, 7%- 
welt. 2-inch leather Louis heel. inch Boot, 1 1-4 inch Heel, Eng- 
A toD. 3to8. $4.50. In stock. lish Welt. AtoD. 24%to7 $3.00 


THE HOLTERS COMPANY 


Operating the Holters Shoe Co. and The Miller Shoe Mfg. Co. 


CINCINNATI, OHIO 


F43—Tan Calf. 
5 to 8, $2. 00 84 to 12, $2.25 121% to 2 (not 


in stock). 
Don’t take chances with children’s shoes. 
Maintain quality religiously, and buy this old 
reliable line always. 


WILLIAMS, HOYT & CO., Rochester, N. Y. 








Footwear Facts 




















YWNHE shoe retailers of this country have 

come to realize that cloth-topped 

~ shoes are positively going to be worn 
exténsively. 


The very near future will find you buying 
this style—if indeed you have not already 
seen the handwriting on the wall and fallen 
into line. 


Cloth, like other commodities, is advancing 
in price, which means that the earlier you 
place your orders the more profit you will 
make. 


Cloth topping is logical. Its worth has been 
amply demonstrated. 


Send for samples—and convince yourself— 
that the Gitterman guaranteed cloth of 
corkscrew weaves—in any or all of the latest 
shades—is the best cloth you can specify 
on your next shoe orders. 


We have added to our extensive line of regu- 
lar colors, the newest prevailing shades, 
such as Colors 3, 4, 5, 6 and 8. Write for 
samples of these. 
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1 SATISFYING A POPULAR DEMAND | 
THE MIRACLE SHOE FOR WOMEN. 
The success of our Men’s Miracle Shoe has been 
so pronounced that we have decided to make this | 


same shoe for women. We have equipped our plant 
to produce these shoes in the most scientific manner, | 


and WE NOW HAVE THEM IN STOCK FOR 
IMMEDIATE SHIPMENT. 

The Women’s Miracle contains all the following ! 
good points embodied in our Men’s shoes: 
BUILT-IN ARCH SUPPORT FLEXIBLE OUT- 

SOLE CUSHION INSOLE ARCH-SUP- 

PORTING HEEL PADDED TONGUE \ 
BALL ROOM 

All materials used in these shoes are the best that 
can be secured, while the workmanship is of the | 
highest class. 

They are stylish, perfectly designed, and will 
please the most fastidious dresser. 


There are so many excellent points in the MIRA- 
CLE SHOE that sales are only a matter of letting y 
. OAK OUTSOLE your customers know you are a MIRACLE Dealer. 


THE MIRACLE SHOE Samples on Request. Exclusive Territory Open 
| WORKS WONDERS WITH THE FEET to Live Dealers. ; | 


THE MANSS-OWENS CO., Cincinnati, O. 














eee ese 








BANKRUPT SALE 


Bids will be received by the 


TRUSTEE IN BANKRUPTCY 
of the 


Macdonald & Kiley Co. 


2062 Reading Road © 
CINCINNATI, OHIO 


Up to DECEMBER 4th, 1916 
For Said Company’s 





If you are going to have an infants’ de- 


partment—the profitable and _prestige- Leather, Shoes, Machinery, etc. 
building kind—you will appreciate 

McMASTER soft soles and turn cacks. ot SPARSE LOTS 

They are made to stand the wear, and FOR PARTICULARS ADDRESS 

| have an attractiveness that appeals to 
mothers. TRUSTEE IN BANKRUPTCY 


Maedonald & Kiley Co. 
J. J. McMaster lp Rochester, N. Y. 2062 Reading Road 


Cincinnati, Ohio 























a 











Nov. 18,1916 “THE GREAT NATIONAL SHUVE WEEKLY” 91 


LINCOLN 
SHOES 
with NEOLIN 
SOLES 














Neoli 
: B aiiead nie iia r 

—the trade symbol for a quality product of 
The Goodyear Tire & Rubber Co. 


Akron, Ohio, U. S. A 


THIS TAG IS 
—_P- ATTACHED TO 
EVERY PAIR 


STYLES OF 
BOYS’ SHOES 


IN-STOCK NOW 


With a full middle sole, Goodyear 
stitched, waterproof. 


No. 3311 


3311—Little Men’s Gun Metal Diamond 

Foxed Blucher, Mat Top, NEO- 

LIN Fibre Sole, Full Sole Leather 

oe Sole, Harvard Toe. 8 to 
a eee $1.65 


No. 3308 ORDER NOW No. 3306 


sone, Men op, Ment, Dots MARST soto orm Mae Ba Mt Toe 
at lop, ibre S O N & ibre ie, u e 
Full Sole (eae Middle Sole, . Leather Middle Sole, Dartmouth 
Harvard Toe. 8 to 13\%........ $1.65 E OE RP aa re $2.10 
aane—Bers, ane Metal Blucher, Mat Top, TA P :, Y GC O ‘ 3308—Boys’ Gon Metal Button, Mat Top, 
LIN Fibre Sole, Full Sole NEOLIN Fibre Sole, Full Sole 


Leather — — ‘Brown aan: "3.10 D A N V E R S, M A S S 4 Leather Middle Sole, Brown Toe. 


OR ee PRE $2.10 








Everybody i is | Boosting Weber Bros’ Pikes 


and the reason is that their quality has been always perma- 
nent over a long period of years. You can’t beat steady ad- 
herence to quality! 


The Famous 


SHC or MET 


Men’s Goodyear Welts - From $2.25 to $3.50 


WEBER BROS. SHOE CO. NORTH ADAMS, MASS. 


BOSTON OFFICE NEW YORK OFFICE KANSAS CITY, MISSOURI, OFFICE 
183 Essex Street, Room No. 305 . 436 Marbridge Building, 1328 Broadway 429 Ridge Building 
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Stock No."/140—Patent Leather, 
2-inch Half Louis Heel. AA to 
BN. 66-60 osc ese Price $2.50 








Stock No. 161—White Calf, 2- 
inch Full Louis Heel. AA to D 
EE ee Price)$3.25 











Stock No. 120—Patent Leather, 
2-inch Half Louis Heel. AA to 
EP Ws SC ecccccces Price $2.75 
Stock No. 142—Same in Dull 
Leather. 








The Correct Dodge 


is a proved seller and 
recognized standard of 
quality in ladies’ turn 
slippers. 

Send for catalog. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 

















YULCO-UNIT 





Process Patented 
Patented Jan. 12. 
Aug. 19, 1915 





Patented Jan. 12, 1915 


BOX TOE 


Aceept No Other 


There is only one Vulco-Unit 
Box Toe on the market, and 
that is made by the Beckwith 
Box Toe Co. and sold exclu- 
sively by them and their ad- 
vertised agents. 





Protected by letters patent, it 
is the only box toe of its type. 
There is not a_ substitute 
or “just as good’’ box toe 
containing its waterproof, 
sweatproof and wearing quali- 
ties made. 


The genuine Vulco-Unit Box 
Toe is used by the leading shoe 
manufacturers everywhere. 





Mr. Retailer: 
Insist upon your manufacturer using 
the VULCO-UNIT BOX TOE in all your shoe 





orders. 


Beckwith Box Toe Co. 


BOSTON, MASS. 


108 LINCOLN ST. 
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WESTERN NOTES 


Registered at La Salle 
Shoe salesmen registered at Hotel La Salle, Chicago, last week, 
included: : 
R. L. Summers, A. E. McDonald, F. J. Thompson, T. F. 
Tulley, H. Steinneyer, H. C. Pope, B. L. Durgen, all of Boston; 
L. L. Roth, Cincinnati; and R. J. Martinez, New Orleans. 


Shoe Man Honored 
M. Fitzsimons, of the M. Fitzsimons and Sons Shoe Co., was 
elected permanent chairman of the retail merchants’ bureau of 
the Fond du Lac, Wis., Association of Commerce in the Associa- 
tion Chambers, Thursday evening. 


New Fond du Lac Factory 
The Fond du Lac Shoe Co., of Fond du Lac, Wis., wili erect 
an addition to their plant at 17 W. Division Street, Fond du 
Lac. The new structure will be brick and one story high. All 
kinds of men’s and boys’ shoes wil! be manufactured. 


New Bielefeld & Spahn Manager 
R. A. Ralph, formerly connected with Craddock-Terry Co., 
and Dunn & McCarthy as superintendent, has been appointed 
general manager of the factory of Bielefeld & Spahn Co., Scran- 
ton, Pa., shoe manufacturers. 


New Factory in Prospect 

Joplin, Missouri, is to be given an opportunity to bid for the 
location of a large shoe factory, according to Frank L. Yale, 
secretary of Joplin Commercial Club, C. F. Reith, Wm. Kaut, 
etc., officers of Kaut-Reith Shoe Co., of Carthage were in Joplin 
recently, looking over the situation. Provided suitable quarters or 
a site on which a factory building can be erected is to be 
found, the company is expected to submit a proposal to the Com- 
mercial Club to locate a factory in the city. 
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Minneapolis Merchants Elect 

At the annual meeting of the Minneapolis Shoe Retailers’ 
Association held Thursday evening, Nov. 9, the following officers 
were elected for the ensuing year: President, George S. Roth, 
manager Donaldson’s shoe department, to succeed George A. 
Pierce, recently elected president of the state association. First 
Vice-President, C. A. Kilbourne, of the Dayton Company; 
second vice-president, Nelson E. Clark, of the Palace Clothing 
House; secretary, J. E. Kennedy, with George A. Pierce Company 
succeeding Luther L. Thomas; treasurer, O. H. Schuler, re- 
elected; directors were chosen as follows: George A. Pierce, O. E. 
Wieseke, Luther Thomas, William Schafer and John Gerhard, 
owner of the Ground Gripper Store. Membership committee: 
Messrs. Thomas, Clark, Schuler, Stendal, Pierce. Entertainment 
committee: Messrs. Harper, Beisang, Siegar, Luff and L. L. 
Thomas. 

It is announced the entertainment Gcommittee will provide 
speakers for each meeting throughout the Winter and other forms 
of entertainment one of which will be a dance. 


BROCKTON LETTER 


(Concluded from page 85) 

orary president. Mr. Howard is head of Howard & Foster Com- 
pany, shoe manufacturers of this city. The new president is W. 
B. Cross, of W. W. Cross & Co., tack manufacturers. Other 
officers and directors of the society who are identified with shoe 
manufacturing and kindred lines include: Fred F. Field, Fred 
F. Field, Jr., and Perley G. Flint, of Fred F. Field Company; 
Fred Drew of Brockton Last Company; Walter Rapp of Walter 
Rapp Leather Company; Herbert L. Tinkham of W. L. Douglas 
Shoe Company; Horace A. Keith of Brockton Webbing Company 
Everett T. Packard of Avon Sole Company; and Charles H. 
Pope of Brockton Sole Pattern Company. 


This is but one of the many 
Bass Styles that will help 
you get your share of the 
Winter Sports business— 


Bass Moccasins for Snow-Shoeing, 
Skiing, Hunting, Tramping, etc. 


Bass Heavy Shoes for Farmers, 
Lumbermen, Miners, etc. 


Bass Reliability 
Bass Quality 


The same for over fifty years. _ HIGH CUT RANGELEY MOCCASIN 
No. 683—Black Chrome Upper, 9 inches high, Single 
Waterproof Sole, Low Broad Heel. Sizes in stock— 


5 to 12, EE. Made to order, 5 to 12, E, F. 


SEND FOR CATALOGUE 





os, 


(G-H-BASS8.CO 


WILTON, MAINE - 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


Space 1 time 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 


3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


OSITIONS WANTED: Three cents per word for 
each insertion. Minimum amount accepted, 


sixty cents. For other “Want” advertisements, 
five cents per word for each insertion. Minimum 


26 times 52 times 


amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent . 


$2.50 $2.00 
4.75 4.00 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


HELP WANTED 


FOR SALE 





HOLESALE SHOE HOUSE, Boston, has 
opening for a good young man as salesman. 
One-third of time on road. Must have good per- 
sonality and knowledge of shoe business. esirable 
position for right person. In reply give full par- 
ticulars as to experience, age, salary, etc. Address 
A751, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Luge ne POSITIONS open for competent 
salesmen, shoes, clothing, furnishings, dry 

goods, general merchandise; window trimmers. 

Business Men’s Clearing House, Denver, Colo. 





ANTED—Experienced salesman to sell a 
well-known and representative line of in- 
fants’ shoes, making highest grades only, to estab- 
lished trade of 17 years, catering to leading and ex- 
clusive department and retail shoe store trade in 
New York, Pennsylvania, Ohio and Michigan. 
Answer with references to Hyman Bros., 84 North 
St., Rochester, N. Y 





ANTED—Salesman with established trade 

who can use as a side line best line of shoe 

polish on the market. Good commission. In an- 

swer state territory you cover. Address A744, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 








POSITION WANTED 


ALESMAN—Thirty years of age, 8 years’ road 
experience, clean record. Have worked Iowa, 
Missouri, Texas and Oklahoma. Address A750, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








1 SHOEMAN desires position between now and 
next Spring. Specialized in fitting of high- 
class trade. Capable of managing store or large 
department. Window dresser. arried. Best 
reference. Now employed. Address C. L. Wilcox, 
onroe, Wis. 


ANTED—Men to carry side line of men’s 
high-grade and medium Goodyear welts, 
who have an established trade in the West. Eastern 
line to be sold out of the Denver agency. Men who 
are keen for business, who know shoe values. 
Strictly commission basis. Send all references and 
important data with first letter. Everything guar- 
anteed in‘strict confidence. Address L. M. Purcell 
Co., Denver, Colo. 











HELP WANTED 








A large wholesaler in the South 
has an opening for an experienced 


buyer of women’s shoes. 


Must have record of success as 


good guesser of selling styles. 


Address NEW SOUTH, care of 
Boot and Shoe Recorder, 207 


South St., Boston, Mass. 











LINE WANTED 


ANTED a line of men’s dress shoes for Chi- 

_ ¢ago and suburbs by competent well-ac- 

quainted salesman. Address J. L., care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 








comfort line, 75 cents to $2.75, 
wanted’ by salesman commanding large trade in 
Middle West. Five years’ experience. Commission 
basis. Address M. Silber, care M. Rusnov, 415 
South 3rd St., Philadelphia. 


ANTED—SANDALS, CANVAS or FELT 

HOUSE SLIPPERS for side line in Middle 

West. Established trade of five years. Commis- 

sion a M. Dresden, 3908 W. North Ave., Chi- 
cago, Ill. 


$50 )) GUARANTEED SALES in ladies’ 
———— 








ee ae line of women’s McKays 

or welts for Ohio. Twelve years’ established 
trade. Address A748, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





INE WANTED for wholesale trade, commission 
basis, women’s, misses’ and children’s popular 
= McKays, or women’sonly, from a progressive 
factory able to handle jobbing trade am now sell- 
ing. Address P.O. Box 2626, Boston, Mass. 








Sewing Thread 
FOR SALE 


Highest quality sewing thread in 
black, white and colors, at consid- 


erably reduced prices. 
Fremont Thread Company 


119-121 West 23rd Street 
New York City 











FOR SALE 


LG greene shoe stock located in live Ohio 

town. Cornerroom. All stock bought at ten 
to fifty per cent less than present market. Address 
A749, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








OR SALE—Shoe store, best tourist town in 
Florida. Clean stock. Good reason for sell- 
ing. Address Box 628, Orlando, Fla. 


OR SALE—One multiple 6-drawer National 

cash register for shoe store. Good condition. 

Reason for selling—too small. Roy E. Stevens, 
Ottumwa, Ia. 











FOR SALE EXCLUSIVE SHOE STORE— 
Located in the best city in North Dakota. 
Stock and fixtures less than one year old. Will 
invoice about $3,000. Unexpected rapid devel- 
opment of other business reason for selling. If 
you have cash and want a good paying business 
that is rapidly developing into a good money- 
maker, this is an unusual opportunity. °o 
trades will be considered. e are willing to 
show our books to any prospective buyer ‘who 
has money. If you are interested, don’t delay. 
Address Box 489, Minot, N. D. 




















WANTED TO PURCHASE 


ANTED—Settees for shoe store. Must be in 
a ' good shape and cheap. A. E. Carty, Glid- 
en, Ia. 


Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 
We have the largest. outlet and pay the 
best prices for shoes. Noquantity too 
large. Short term leases taken. Com- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 


The largest cash buying concern of every 
class of merchandise in the country. 
Telephone, Spring 2248-9. 




















Do You Wish to Raise Cash Quick? 
Entire orsurplus stocks of chown Aeyqonde. 
clothing aad merchandise of all kinds 
bought for spot cash. Short term leases © 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Brooklyn Purchasing Syndicate 
FRANK WALKER, ig 
610 BROADWAY, BROOK 


Tel. 2328 Williamsburg 


Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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WANTED TO PURCHASE 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Correspondence Confidential 
‘ stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 











CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 








106 Grand St., New YorkCity. Phone,Spring9413 








Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 
Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 


SELL Us YOUR SHELF WARMERS 
We will at any time buy 10 to 100,000 pairs of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire plants, Wholesale Stocks, 
Retail Stores, etc. We have an unlimited ex- 

t outlet—you can realize best price by deal- 
ing direct with us. Also bey merchandise 
stocks of every description small or large. new 
or old style. Comenpentionse confidential. in- 
stant attention. Est. 1889 











New York Export Purchasing Corporation 
42 Lisnenard St. ew VYark City 











MISCELLANEOUS 


**Florida by Sea’’ 


SERVICE FROM BOSTON 


$45.00 Jacksonville and Return. 

14-day—2500-mile trip. Every Thursday. 
$18.00 Old Point, Va., and Return. 

3-day—1000-mile trip. Every Saturday. 
$22.00 Washington, D.C., and Ret. 

Meals and Berth included on st 
Through tickets to points South and West. 
Steamer for Baltimore, Mon., Wed. and Fri.; for 
Norfolk, Tues., Thur. and Sat.; ; for Philadel- 
phia, Thur. 5 P.M. 

Send for particulars 
Merchants & Miners Trans. Co. 


c. H. eagueed. Agt., Pier 2, Northern Ave. 
Cies Ticket Office, 248 Washington St. 

















“Finest Coastwise Trips in the World’’ 








2450 | ne 2450 





GUS V. WELLS, 531 14th St., Des Moines, Iowa 


“THE GREAT NATIONAL SHOE 


News Notes 


Louis J. Weigand Dead 


The veteran of the Dayton Last Works, 
Louis J. Weigand, died of apoplexy, Oct. 
9th, while covering the trade in Phila- 
delphia.. Mr. Weigand was the Rochester 
representative of the Crawford, McGreg- 
or and Canby Co., and had served that 
house for thirty-six years. He entered 
the employ of the concern at the age of 
twelve. Some seven years ago he had a 
serious illness and suffered an attack of 
spinal meningitis. 

Installs Repair Department 


Memphis, Tenn.—B. Lowenstein & 
Sons have installed a repair department 
equipped with modern repair machinery. 


ty {s Bg 
Trade . ark Reg. 
U.S. Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 


Without With A a » Weak 
Ankles 








Prevents the Counters of Boots and 
hoes from Running Over 
Easily Applied 
For Sale by Ail Findings Dealers 
Beware of Imitations. 


VARNUM IMPROVED SIZE 
STICKS 





U. S. Standard 
Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 
Boston and Chicago 














REECE’S ROCKER BOTTOM 
WOODEN SOLE SHOES 








Used in all 
damp, cold, 
wet and hot 
places 





501. Oil Grain Waterproof Shoe . . ad 
507. Black Pebble Split Shoe ... . 30 
600. Ten-inch Oil Grain Lace Boot 3 10 
601. Fourteen-inch Oil Grain Regular ‘Boot 3.00 


Send for illustrated catalog 
REECE SHOE CO.. Columbus, Neb. 





B. W. Gopecs, Pres. 
. G. DONALD, Vice-Pres 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


COLORS 
95 South Street, Boston 


WEEKLY” 95 


MISCELLANEOUS 








AGENTS WANTED 





Bicycle 
STEP 
LADDERS 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 





Send for catalog 
giving full descrip- 
tion and prices 





The Bicycle Step 
Ladder Company 


67 Randolph Stree: 
Chicago - - Ill. 











Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper made 
which is just the right 
shape to cut out tacks on 
the nside of shoes. 


‘* Manchester ”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of high 
grade tool steel, nickel 
plated with a curved jaw 
that enables you to cut{the 
tacks close to the insole. 


Be sure and specify 
“MANCHESTER” 


4 
| 
I 
my 
a 


curve jaw when ordering. 


Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
Boston, Mass. 323-325 W. Lake St. 




















Ai 
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FOX FOOTERY °°? SPRING: -LIGHT, DAINTY +> CHIC 


OX SLIPPERS AND PUMPS FOR SPRING HAVE BEEN 
STYLED ACCORDING. TO AUTHENTIC INFORMA- 
TION FROM LEADING FASHION SOURCES. 
EVERY DETAIL IS IN COMPLETE HARMONY WITH 
THE MOST ELITE AND: ADVANCED GARMENT AND 
ACCESSORY MODES — LIGHT, 
STITCHING —- TONGUES AND ORNAMENTS 


CHIC MOTIFS IN- 


SMALL OR ABSENT —— PERFORATIONS DAINTY. 
SHOE BUYERS WHO NEVER HAVE EXPERIENCED 
THE SELLING POWER OF FOX FOOTERY SHOULD 
SEND IN A TRIAL ORDER WITHOUT DELAY, TO GET 
THIS POPULARLY-PRICED, BIG-VOLUME MERCHANDISE 
IN TIME FOR AN EXTRA EARLY SPRING DISPLAY. 
WRITE NOW. 


_ CHAS. K. FOX. INc., HAVERHILL, MAss. 
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“ONE PAIR SELLS ANOTHER” ah 
















From the very beginning Barry 
shoes for men have been note- 
worthy, because of their beau- 


ty, fitting qualities, wear and 


CRIRIRLH y ee 
ee EeOlee 
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salability. Years of satisfaction 
on the part of the public has 


developed a demand that is 


a 


taxing our productive facil- 


ities to the utmost today. 





Stock No. 939—Imperial Last, Black Stock No. 940—Plaza Last, Gun Metal 
Vici Blucher, 9-8 inch Broad Heel, Single Blucher, Rex Calf Top, 11-8 inch Broad 
Sole. D and E Widths. Sizes 5 to 10. Heel, Single Sole. C, D and E Widths. 

Price $3.40 hess 66.60.56 Space tian Price $3.20 





STOCK DEPARTMENTS AT BROCKTON 
AND NEW YORK 


BIW BING Ar iar Var GIA TIZ iar 
SRR 








Sizes 5 to10...... ......Price $3.40 Widths. Sizes5tol19....... Price $4.50 


Stock No. 943—Unbranded, Copley Last, Stock No. 936—Pippin Las., Gun Metal 
Brown Cordovan, l-inch Broad Heel, Button, Mat Calf Top, 10-8 inch Broad 4 
Single Sole. A, B, C, D Widths. Sizes 5 Heel, Single Sole, > and D Widths. ~~, 
ig nen teas csc berbekaas Price $5.25 ee TS eter ore eee Price $3.40 
Stock No. 941—Unbranded, Copley Last, Stock No. 933—Unbranded, Campus ye 
Gun Metal Bal, Rex Calf Top, 1-inch Last, Patent Button, Black Cloth Top, 
Broad Heel, Single Sole. B,C, D Widths. l-inch Broad Heel. B, C, D Widths. Le 
RY err Price $3.20 ee ee ee Price $3.25 842 
Stock No. 935—Unbranded, Regis Last, Stock No. 931—Bear Last, Mahogany 44 
Gun Metal Bal, Mat Calf Top, 1-inch Shade, Russia Calf Blucher, 19-8 inch —F 
Broad Heel. Single Sole. B,C, D Widths. Broad Heel, Single Sole. C, D and E 
Wwe 
VOL 


= 


Barry shoes for men are built in a way that is different— 


away that commends itself to dealer and consumer. High- 





grade materials are put together in a high-grade manner. 
Stock No. 942—Bear Last, Gun Metal 
Button, Rex Calf Top, 10-8 inch Broad 
Heel, Single Sole. C and D Widths. 


P20 Iz Vas CH 
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Sizes 5 to 10...............Price $3.20 
T. D. BARRY COMPANY > ‘e 
* ® 
BOSTON OFFICE NEW YORK OFFICE 
183 Essex Street, Room 204 — Brockton, Mass. 819-A Flatiron Building 
Address all Communications to Our Brockton Offices 


eae a eee, 





tom 
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YOURS 

FOR ONE 
HUNDRED 
DOLLARS 


with 100 coils of wire 


FREE! 
NO RENT—NO ROYALTY 


YOU OWN IT! 


The Kelly Button Fastener is an indispen- 
sable necessity in every modern shoe store. 











Note the many features of this machine! 


AN ADJUSTABLE BUTTON SHUTE — Running 
buttons of all sizes and styles (Milos, Pearls, 
and Fancies). 

NO TUBES — To be mislaid. 

A DOUBLE HOPPER —With two styles of but- 
ton ready for use. 

A FASTENER REGULATOR — Adjustable to 
make buttons loose or tight. 

A SAFETY GUARD — Preventing the scratch- 
ing of patent tips. 


A POINTER — Showing just where the button 
will be placed. 


Tell us how much wire you use—we’ll 
show you how to reduce expenses! 


KELLY BUTTON MACHINE CO., Inc. 


BOARD OF TRADE BUILDING NORFOLK, VA. 





HOCUUOEOOOEOOOUOEOOOOOGUROURODOGOUOOEOOEOGEUOUNOOEOOOUCERUGOOOOOUOUOQUOOONOOOOOOUOOROOSUOGNUOQOUOUCOOUOONCOUSOONOGUOGUOOONOGUOOONCONNUGEOOOOGAUOUHUQOOOONCOONOOONOOOOQUEOUOOGRUODEOOOUROOEODEOONNOGEROOROORNOEEOOOEOOREOF 
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Jotel la Satie, 


Chicago’s Finest Hotel 


A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 


The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 


RATES 


Room with private bath— 





ee 
_ : 
es 


—— 
1S 





One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 
Room with detached bath $3.00, $3.50 and $4.00 


Double room 5 . $5.00 to 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 


Two persons . ‘ . $5.00 to $8.00 
Three persons ‘ ; . 6.00 to 9.00 
Four persons ‘ ; . 7.00 to 12.00 


1026 rooms—834 with private bath 


a Xotel Ia Salte. 


Chicago’s Finest Hotel 


%\ LaSalle at Madison Street 
2 ERNEST J. STEVENS, 


Vice-President and Manager 





$8.00 











Nov. 25,1916 “THE GREAT NATIONAL SHOE WEEKLY” 5) 





















































Stock No. 8-508 Stock No. 8-524 


(Unbranded) (Unbranded) 
Gun Metal Bal, Mat Top, Gal. 4 Russ. Bal (Mahog- 
Ritz Last, Single Sole, 8-8 any Shade), Ritz Last, 
Brd. Heel. A Wide, Sizes Bingle Sole, 8-8 Brd. Heel. 
7 to 10; B Wide, Sizes 6 to A Wide, Sizes 7 to 10; B 
10; C and D Wide, Sizes 5 Wide, Sizes 6 to 10; C and 
to 10. D Wide, Sizes 5 to 10. 


Price $3.50 Price $4.25 


17 LINES CARRIED IN STOCK 17 
—REQUEST CATALOG— 





wif 





ie HOMPSON” Salesmen are on their respective territories with 
complete Spring and Summer, 1917, sample lines. A word from 
you at this time will insure a call and an opportunity of getting 
full data first hand. There are features of this season’s proposition 
you cannot afford to miss. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS * 


a CEs ae 
NEW YORK BOSTON CHICAGO 
401A Flatiron Building 60 South St., Rooms 63-64 35 South Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 








































NEW BOOTS 
READY TO SHIP 









No. 4921x Black Kid Seamless Vamp Lace, 
Full Louis Wood Heel, Turn, with Plate, 
EAT NS Abe 












No. 4922 
As _ above, 
AA to C.. 


Brown Kid Whole Quarter Lace, 
ee Imitation Tip, 
ees setae aoe eee 


























No. 4925 White Kid Lace, As above, Plain 
Toe, Turn 


IPERS oo d.aks rk'Se Hema Scans 






$6.50 











Write us 


Your Novelty Shoe Requirements 






James Clark Company 


ST. LOUIS 






DISTRIBUTORS OF 
“KEWPIE TWINS” SHOES FOR CHILDREN 
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Patented 
Jan. 12, 
1915 





Process 
' Patented 







Patented Jan. 12, 1915 


Why should 


retailers specify 



















The process of making the Vulco- 
Unit Box Toe differs from all 


other box toe methods. It is a 
patented process and is in use 
in the leading shoe factories 
everywhere. 


Shoes made up with the Vulco- 
Unit Box Toe give much longer 
wear and retain their style be- 
cause the perspiration from the 
foot which softens other box toes 
has absolutely no effect upon the 
Vulco-Unit Box Toe. They are 
thoroughly waterproof. 


Mr. Retailer: 


Make sure your manufacturer uses 
VULCO-UNIT BOX TOES inall your shoe 
orders. There is only ONE Vulco-Unit Box 
Toe on the market and that is made by 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 
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The World Is 
Wearing White 








For Sprmg and Summer 1917---and 
even later---white footwear will en- 


joy increased popularity. 


The far-sighted manufacturer will feature 


“OSTEND 2” 


The best WHITE fabric cloth for shoes 


“Ostend 2” is strong and flexible with a smooth, velvet- 
like finish that is at once distinctive and novel---without 
the commonplace appearance of leather. 


Well over one million pairs of shoes made from this 
fabric have been sold during the past year---and not 
one complaint has been received! 


J. EINSTEIN, Inc. 


176 William St.. New York 


Boston St. Louis Montreal, Canada 
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An Unsolicited 
Compliment 


READ WHAT A CUSTOMER 
THINKS OF OUR GOODS 








+734 
4 


HERE’S ANOTHER 
HIGH-CLASS 
NOVELTY 





4 


“*JANESE”’ Canvas Pum 


made with white vamp 
and novelty quarter and 


Real cover, also all white. 


Geo. C. How Company 


J. B. TILTON ° 
W. F. EBBETT Haverhill, Mass. 





Ce 


Park-Brannock Uo. 


Syracuse, #. 8. 


oet.30. +92 


ow CO-- 


yr. Ted Zodett. 
o. Cc. B 
pole = 


Dear Ted: 


ime 
at this t 
plessure 
It gives s° 


the 
to you @ appreciation of 
to expres® 


4 just fF 
derful shoes 
extremely *°™ 


you. uae * 

1ity ie extrecr 

| ° que wonder 
going to builé © 

| it 
send slong: ~ 

} to eee you as 

| spring Business: 


very truly youre 


Gizt 


ecoived from 


noes of QUALITY 


gar sour SALina ST 








Service-Plus 





Last week we received a telegram 
from a Western firm, which ran 
about like this: 


‘Mail samples prong ornaments 
with prices and numbers. Have 
decided to use, and will want 





quantities.” 


A complete set of two large cards 
comprising upwards of 100 styles 
were sent the same day by special 


delivery mail. Now THEY are 
happy and so are WE. 


Try us on anything in our entire 


line, and our service will be just as 
quick. 


The Metal Products Corporation 
200 Thurbers Ave. 
PROVIDENCE, R. I., U.S.A 
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PREPAREDNESS 


MEANS 
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BALS 


SCHOOL, gucus 
BUTTO 


5610—Tan - wl Calf 


5 to 8, $1.30 S12 to 11, $1.50 11 1-2 to 2, $1.75 


OVERGAITERS 
— IN STOCK— 


The demand for overgaiters is heavy, 
and we feel gratified that our supply 
is reasonably complete. 


PRICES AND GRADES 
From $7.50 to $30.00 per Doz. 


The shades most in demand are— 
White, Pearl, Taupe, Battleship 
Gray; Havana Brown and Chamois. 


Write us about the sorts that interest you. 


Laing, Harrar & Chamberlin 


43 N. Third St. - PHILADELPHIA 


Yafashona, 


quality shoe laces for 
every requirement 
In bulk for the factory trade. 
Single paired for the fine job- 
bing trade. 
Finished with Nufashond . 
Fabric Tips gee applied 
for). Part of the braid itself. 
Rustless, water-proof, won’t 
pull off. 
Samples and particulars 
upon request. 


Narrow Fabric Co. 
Reading, Pa. 


SUCCROCOCROOCCCCRCOOOGHEAOGERERCGROROCOREROQSCRERQGCRRECGRORERGGRORSSCCORRRORGCROSROGUROCORRRRERRGGRORR8 is 


PLAY SHOES and SCHOOL SHOES 
FOR CHILDREN 


All Double Sole, Double Goodyear Stitched, with Welt—No 
Nails, No Tacks, Very Flexible, Best of Sole Leather 


5410—Tan LotusCf. 5510—Tan Lotus Cf. 
5411—Gun Metal 
5 to 8, $1.30 84 to 11, $1.50 

11} to 2, $1.75 


nr E. J. RAMSEY & CO. 
5612—Patent Lea’ 407-413 East 91st Street 


NEW YORK 5 to 8, $1.20 8 1-2 to 11, $1.40 11 1-2 to 2, $1.60 : 
COUUDEGCCCCRCCCREEOCGUOEECCOCCRCCCCRCRCORECCROUERCQCORCCCCEERCCGRCOGCCRORSCCCRROSCORERECUORERCGREERCGOGEEQOGURCCCGORERORGCORCQCRCRQRCRERROGOORERCRCCHRGQUUCRCQQUGREQQGRRREE. 


SUEEOROGHEGGOCGEEOREGUOUGGROEUGGGOGGGORCORURGCEROGRORUGCRCRORRORREORRGCRORCERESERL 


i a 



















BLUCHERS 


5511—Gun Metal 





PLAY SHOE 


671—Gun Metal ‘ 
675—Tan Lotus Calf : 





One of the first questions asked now-a-days 
by the best qualified advertising 
space buyers is— 


“Ts Your Publication 


a member of the 


Audit Bureau 
of 


Circulations”’ 


A publication holding membership in the 
A. B. C. places its space selling on 
a true commodity basis 


The Boot and Shoe Recorder is the only 
retail shoe trade publication holding 
membership in the Audit 
Bureau of Circulations 


UUCUUNCUUOEUUOENUOOOEOOOUOEULOEOCUOOOUOOOSUOOOOOEOOOSREOOOGUNEUOUECUOOUOOOOUSUOOOONEOOOONNOUOOENEOUEEEOOENOOORAE: 
FUUANUOOOUOEECUUOOOOOOOUOUEOOOOUOOOOOOUDEEOGHOOOOOOOOOEOOROGUUOOOOOOOONSOOONOOROGOOOOOOOSONNCECOOOOOOOOOOOONNONONEE 


In the heart of the Shoe and Leather trades 


meorwiek Hotel 


St.Louis 


FIFTEENTH AND LOCUST STS 


New! Fireproof 
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GALLUN’S 


AZTEC CALF 














Of a Vegetable Tannage —— 


This is the ideal leather for 
Summer shoes. Its appear- 
ance is pleasing and enduring. 
Its color stands. When dress- 
ing is necessary it will take on 
a brilliant polish and hold it. 


Use of Aztec Calf assures added life to 
shoes without extracost. It is a leather 
as good as science can make it, and has 
the extra advantage of being mellowed 
by time. Like other leathers bearing 
GALLUN’S name, it is every way de- 
sirable and dependable. 


Made in a variety of weights and grades 


Specify GALLUN’S 


A. F. GALLUN & SON 
MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East Street, Boston, Mass. 





























a OR RT = . 
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Seecocescoscees PrTTy 


~ CHAMPION SHOE REPAIR MACHINERY 
OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There ts a reason for it. 





CHAMPION Line of Machines consists 
of Straight Needle and Awl, and Curved 
Needle and Awl Stitchers—Repair Out- 
fits and Nailing Machines. 


Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 











Standard Str aight Needle Stitch er ; Ideal Curved Needle and Awl Stitcher 
CHAMPION SHOE MACHINERY CO., Write us for Catalog and Prices 
Please give me particulars 
OR. eeececsceveteseeesesesevessevevsseseveseeeee | CHAMPION SHOE MACHINERY CO. 
Address........ 5 Reggpee aoe paeore: Cocecesescosece ST. LOUIS, MO. 





MEd 


STITT 








Ricatts Chiropody 


——Earn up to $5000 per Year————, FOUR CARDINAL POINTS 


that make 























QUALITY || || SERVICE 











HOE salesmen have the best quali- 


fications for learning the chiropody 

pene eae NORWICH FIXTURES 
iarity with the feet. Many former shoe 
men are now professional chiropodists, 
with sens ont ape up to 
$5000 per year. e same chances are 
yours, for the field is undeveloped and The standard to go by 


uncrowded. 
The course is easy and requires only 
eight months to complete, and you can 
earn your way through by working in Catalog No. 19 
the Chicago shoe stores. We have ob- 
tained such positions for other students 
and will be glad to do the same for you. now ready. Send for your copy 
Our course is most complete in 
every detail, and upon your graduation 
you will receive a diploma conferring 
— you the degree of D. S. C. (Doctor 
of Surgical Chiropody). 


Graduates are prepared to pass any The Norwich Nickel & Brass Co.. 


state board examination. 

New classes forming now for January NORWICH, CONN. 
2, 1917. Send for literature. 
Salesrooms 














NEW YORK BOSTON 

712 Broadway 26 Kingston St. 
ILLINOIS COLLEGE OF CHIROPODY 
1321 N. Clark St. CHICAGO, ILL. | FINISH | | ADAPTABILITY 
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Metatarsalgia 
Morton’s Toe— 


This ailment is due to the weak- 
ening of the transverse arch, 
which allows the heads of the 
metatarsal bones to fall. “The 
foot spreads and runs the shoe 
over beyond the sole. Then Na- 
ture in her efforts to protect the 
nerves on the plantar surface of 
the foot forms callouses at the 
ball. Aches, pains and cramps 





a) Mark 
“" Reg. 





Cramplike pains at 
this point indicate 








Metatarsalgia. 





follow. Then enlargements ap- 
pear at the great toe joint and at 
the little toe joint. As the case 
progresses, cramps and pains be- 
come manifest at the bases of the 
third and fourth toes. 

There is but one way to over- 
come this condition—one way to 
give relief and comfort instantly 
and permanently—and that is the 
proper fitting of 


Dr. Scholl’s Anterior Metatarsal ArchSupport 


This scientifically designed appliance is built with an elevation at the anterior end just 


beneath the heads of the metatarsal bones. 


This elevation correctly adjusted restores the 


anterior transverse arch to its normal state, and the cause of the ailment is thus eliminated. 





Style 


Style No. 1 has, be- 
sides the anterior eleva- 
tion, a flange at the inner 
side for supporting the 
longitudinal arch in cases 
where there is_ slight 
weakness in that part of 
the foot. 


Retail, per pair, $3.00 


No. 1 











Style 








Style No. 2 has no 
flange and is recom- 
mended for cases where 
the longitudinal arch is 
normal, but elevation is 
required at the transverse 


arch 


Retail, per pair, $2.50 


No. 2 Style 


No. 3 


Style No. 3 has the 
flange and is longer than 


the heads of the second, 
third and fourth metatar- 
sal bones. All metal is 
cut away beneath the 
first metatarso-phalan- 
geal joint so as not to in- 
terfere with the action of 
the great toe. 


Retail, per pair, $3.50 

















Write for new catalog 


THE SCHOLL MFG. CO. 


Largest makers of Foot Comfort Necessities in the World 
213 W. Schiller St., 


NEW YORK 











TORONTO 


Chicago, IIl. 
LONDON 


v 








1017 = 
= 
HVHAUUUU ee 
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Much depends on the 
quality of the hosiery 
you sell. If it is high 
grade, your store gets a 
correspondingly good 
reputation. | 





The Low Heel Last 
That Meets the 
Popular Demand 


Gordon Hosiery is most 
carefully made. Yarns, 
dyes, machinery and 
workmanship are all care- 
fully selected to produce 
the best sales results. 


ordon 


HOSIERY 


Made to be remembered 











can be sold to your most par- 
ticular patrons with the knowl- 
edge that it is all you claim 
for it. 


Make Gordon reputation your 
own. Let your clientele know 
in your ads and in your win- 
dows that you are handling 
only such merchandise as they 
will enjoy wearing. That 
policy means increased sales. 





Bs ae es as Price $4.75 
Dongola Vamp 8-inch Gray 
Buck Top, Pearl Buttons, 114- 
inch Cuban Heel. A, D. 2% 
to 7. 


0 eee Price $4.75 
Same Last in Lace, Tan Calf 


Vamp, 8-inch Iron Kid Top. 
Ato D. 2% to 7. 


brown Durrell @ | ||| wARRY M. HUSK 
NEW YORK : SHOE CO. 


11 West 19th Street 
327 Monroe Street Chicago, IIl. 


CHICAGO BOSTON Pai 
506 Textile Bldg. 104 Kingston Street Deaneh ue til ™ 
h - ean 32 Capes Bis 











Adams St. and 5th Ave. 404 Boston 
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SELL THEM FOR SERVI 





























For Men, Women and Children. 

For work, dress and play. 

Essex Soles make friends and build sales. 
Waterproof—durable—comfortable. 
Quiet and non-slipping. 

Never curl after exposure to weather. 
“They certainly do beat leather.” 
tT 


Order them now. 


ESSEX RUBBER CO., Inc. 
“SESE ESERIES MEARE 


TRENTON, N. J. 
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THE WORDS 


GOODYEAR 
WELT 


have a definite meaning in the minds of a constantly 
increasing number of shoe wearers. They mean a shoe 


that is perfectly smooth inside. They stand for 








COMFORT, STYLE AND DURABILITY 








Discriminating shoe wearers understand the interesting 
details of the manufacture of these shoes. There is in- 
disputable evidence that people want and are willing to 


pay for this high-grade type of footwear. 


Have you told your customers you had them? Many 


dealers have found it paid to do so. 








re we 


UNITED SHOE MACHINERY COMPANY 
BOSTON . * MASS. 


Ast renee nee. 











Buyers’ Easy Reference Directory 








“Beaded Fibs 


THE LACE OF QUALITY 





—~  ppeseaced. sty 


‘ 


The Tips match the Braid 
All Lengths, Widths and Colors 


Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
[Auburn] PROVIDENCE, R. I. 


ed 
tea 





The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 

















McKays and Welts 


For the Up-to-Date Woman 





Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 











SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
--TO US-- 


We will make them a fast black that will 
not fade, and we will not soil your linings 
LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 


NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 











The Dr. A. Reed 


FAMOUS CUSHION SHOE for WOMEN 


A reliable line of comfort shoes 
that are steady trade builders 
are essential in every well bal- 
lanced shoe store. Dr. Reed’s 
are paying the rent in a great 
many stores. 








B133 WRITE FOR THE AGENCY 
Glazed Kid Lace 
boot with kid tip John Ebberts Shoe Co. 


Goodyear welt. On 


famous JointLast 
Biot, Wit Poot cn (Pricesame) Buffalo, N. Y. 





he matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Kiactefayy 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 





GEORGE FROST CO., Makers, BOSTON “Zi 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 











We stand ready to ship any order in any quantity 

- from Shoe Buttons to 

Shoe Repair Machinery. 

Headquarters for Find- 

ings and Shoe Store Sup- 
plies. 


Look for Our 
New ion 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 














PASS THE BUCK TO 
KIELY 
The White (Buck) Man of the East 


A Factory with a Snow 
White Atmosphere 


WHITE SHOES FOR 


INFANTS’, CHILDREN’S 
MISSES’ and GROWING GIRLS’ 


McKays and Welts 
Shoes that Fit --- Shoes that Sell 
KING KIELY OFTHE EAST 
MAKER: 

T. J. KIELY & CO. 

LYNN, MASS. © 





THIS 1S KIELY 

















yeve wre 





sa! 
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these 


in HG 
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aan 


INZBERG- 


smart well 


made boots. 





264—Genuine Tan Vici 
Lace, as above. C and 
D wide. Price $3.50 
105—Black Kid Vamp, 
Gray Nubuck Top. 
Lace, as above. C and 
D wide. Price $3.50 
102—Brown India 
Lace, as above. 
(Price $3.25 


258—Patent White 


Kid Top Lace, as 
above. and D wide. 
Price $2.85 


245—Vic White Top 
Lace. C and D wide. 

Price $2.85 
242—Gun Metal Calf 
Vamp, Dull Top, Lace. 
C and D wide. 

Price $2.75 
243—Gun Metal Calf 
Vamp, Dull Top, But- 
ton. Price $2.75 
257—Patent Leather 
Dull To ce, as 
above. and D wide. 

Price $2.60 





Terms--2% 10 days 
Wire Orders Collect 


SS ==> <—, 


Y 


ws 


GORD 


DISTRIBUTORS OF 
WOMENS NOVELTY PFOOTWEAR 


138-140- DUANE ST.,N.Y.CITY. 


yer sain are quot- 
ing us_ higher 
prices than we ad- 
vertise herewith on 





Havana Brown Kid, 8 in. 

Boot, Whole Quarter, 

Leather Louis Heel, 
Widths A--D, 


Price $4.85 


In Stock for Immediate Delivery 





1119—B lack Kid 
Vamp, White Kid Top 
Lace Boot, McKay 
sewed. C and D wide. 

Price $3.85 
1128—Same as above 
in Goodyear Welt. B 
to D wide. Price $4.25 


No. 1119 


etc. 





1130—All Gray Kid 
La 


ce, year Welt 
Boot, Gray Kid Cov- 
ered W Heel, Stag 


Pattern, Whole Quar- 
ter, Imitation Straight 
Perforated Tip. A to 
D wide. Price $6.00 





retire 
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ING: 


VERY number 
represents big 
saving and profit to 


the 


dealer who 


orders them now. 
Order While They’re Here 


3003—Black Kid 
Vamp, White Kid 
Top, Lace Stag 
Pattern, Turn, 
Covered W ood 
Heel, Plain Toe. 


A to D. 
Price $3.50 


3000—S a me 
style with Leath- 
er Louis Heel. A 
to D. 

Price $3.25 


New Accounts 
Please furnish references 





No. 3002, etc. 


3001—S a me 
style with Leath- 
er Louis Heel. A 


to D. 
Pr 2 $3.25 


3002—Patent 
Kid Vamp, 
White Kid Top, 
Lace, Turn Cov- 
ered Wood Heel, 
Plain Toe, as 
3003. Bto D. 
Price $3.50 




































Buyers Easy Reference Directory 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry.a complete stock on the floor. Let 
us send you samples. 

















Women’s Comfort Shoes 








OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


A.Frnar sehr 


LYNN, MASS. U-3.A 





We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


CURERERGCCCUURCGRCORRCRROREGREGRECEERRCCRERORRRERRE ER 
CRUGEECREOGGRORREGRODOREGRERRRRCRRCGREGRRECCRRRRRR GEER. 
TTTITIT 
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QOQUCQUQGUCUOEQOGECOCUEEOCLEGOSOGLUGEROOOGROCGEOOEEOCOUGEROCERGEERCROCERCOROOEEEES TOT 


‘oes ee eee ee ee ee ee ee Strootman Cushions Sell Themselves 
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a” DO YOUR WINDOW TRIMMING a” : . 

- —s a age Peacmungeedee paved emg Iay 

® CHRISTMAS BACKGROUND PAPERS ,8 , , 
Ss FURNISHED IN ROLLS AND “2 vege Pear somo alata 
a” SHEETS a” After gently raising the arch, they hold to- 

es Screens, Pedestals, Borders, etc. Arti- “#8 gether cortns arch _ — <n ga 
®., ficial Flowers, Special Christmas items. 5 Ny Se ee ee 
*, Send for our complete catalogue. ‘, big 2 See Fg Bs 
An invitation is extended to merchants ‘. bones are prevented. 

@,, to call and see our show room. ‘ Will you be our representative in your town? 
". DOTY & SCRIMGEOUR SALES CO., INC., = a ee 

« ree age ggg en vom One John Strootman, Buffalo, N.Y. 
=," a ee ee see” a ee” a” ne ee s 9 ’ 
——=——EoEoe—eoeeeee LOLEEEQEREOCEGGCQRGGOODGCQROCCEGUEEOROEOOEEORGOROCORUGEERCOROGORRGCOROOORDOEERE 
: ATreat to the Feet |r : ANEWIDEAINA 
t| MACK'S FODT LIFE|i | er | 
= LJ = = = 
. SB = Supporting Lace Band giving = 
* TIRED oe o gs =: extra strength where needed. 3 
PERSPIRING FEET. 2 : seep agay = 
i e = Tan Lotus Calf, Goodyear = 
a. eader for THIRTY YEARS |f8 : es pine Ris hg RSS $4.50 = 
: _ASend for a copy of He Black Box Calf......... 4.25 & 
g|| THE SHOE THAT NEVER HAD A CHANCE” |[g = style ee ae” : 
s|| MACK'S MEDICAL COMPANY |ls : ”” prea : 
: 333 Fremont St, Boston, Mass. 8 ? Powell<Campbel. ree voun'evts = 
Sea aie & SeeneeUNeueeeeeeeeeeOOnenOUOOOeOeOueenOeueneunseeeneneencunnuscacennsunencssened 


There Never Has 


Been a Time— 


when so many shoe buyers 
attend the auction sales of 


HENRY LILLY CO. 


88-90 Reade Street New York. City 


on Wednesday and Friday 
of each week as at present 


Government Regulation Leather Puttee 


G10 SHOE co. 5 


Tan only In Stock 





Meets all government requirements 
and specifications $36.00 Per Doz. 


TTT tii 











CHICAGO OFFICE 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 


Makers of Honest Value Shoes to Retail $5 to $7 


BOSTON OFFICE NEW YORK OFFICE 








Buyers Easy Reference Directory 
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& CHANDLER’S FAIRY TIP LACES, TUBULAR and ROUND 3 


Lengths 27 to 72 ye ll In Stock 
Prices Below For At Once Deliveries 





Pat. 540—Fine /Mercerized, Tubular, Popular Fairy Tip, Small Dressy 


. iD, easy ace 
40 in. BI’k & White... .$2.40 Gro. 63 in. BI’k & White. . . $3.50 Gro. 
40 in. Russ. & Colors*.. 3.25 Gro. 63 in. Russ. & Colors*.. 4.75 Gro. 





Pat. 96—Round,? ae, Fine Quality, Fairy Tip. Especially 
ted for women’s boots 
40 in. BI’k & White. "32. 25 Gro. 63 in. BI'k & White. ..$3.15 Gro. 
40 in. Russ. & Colors*.. 2.80 Gro. 63 in. Russ. & Colors*.. 3.90 Gro. 
*COLORS—Wine, Champagne, Tan, Mahogany, Cordovan 
Brown, Bronze, Light and Dark Gray 


Cc. A. BROWNING CO., 30 FRANKLIN ST. BOSTON, MASS. 
HVRSEESSSERVSRASVSSSRSSEEVSERRVERVSRRKRRV 


SQEQEYER ALS SV EVAL SER SYN S252 50 SV5Y 50 S250 SV ET SPE 
MIs SPW SRN SS RERERERESRERE 







IN STOCK 


3515 A-D, $4.00 


Wonien’s. Pat. Colt 
Button 
Péarl Gray Kid Top 
Pearl Buttons 
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Flexible McKay 


A Beautiful 
Boot 


Everything in 
Wood Heels. 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 


THE COPYRIGHTED 


“Shoe and Leather Lexicon’’ 
AND 


“Shoe Fitting’’ 


Are two standard authorities, recognized as such 
throughout the shoe trade because of the painstaking care 
and accuracy of detail with which they are written and 
coropiled. 

Sharply trimmed down to essentials, not a word wasted, 
he present in compact form information of the most 

ul sort for any one whose business it is to “‘ know 
p eae and to sell them. 

Both are published by the Book Department of the 
“Boot and Shoe Recorder.” Price 40 cents per copy, three 
copies for $1.00 (mixed order if desired) postpaid. Please 
= cash or check with order, or stamps for less than a 

ollar. 











IN STOCK 
SATIN SLIPPERS 


FOR EVENING WEAR 


Made of good serviceable satin, in operas, 
with and without rosettes. In Cuban or 
1-2 Louis heel to match. Black, white 
pink, blue. 








$1.25 to $1.85 per pair 


ORIENTAL SHOE & 
- SLIPPER CO. 


116 Duane St. 
NEW YORK, N.Y. 


TERMS 
3% 10 days; 
30 days, net 
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FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA: COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 
















ANN 


SHOE FITTING 
STOOLS 


Write for our 
catalog 
and prices 


No. 186 


THE CHICAGO WIRE CHAIR CO. 
La Salle St, _CHICAGQ, ILL. 





Original In Use 
Over Sixteen Years 





IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS ails 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 


Cures Sprained Ankles—For Children 
Learning to Walk—FOR SKATING 
Order by Name from 
your Jobber or Direct 


A stock is also carried 
at our W Ai 


Chicago, Ill. 


Nathan Anklet Support Co. 


81-90 Reade St. New York Ci 








2 


at 





BOOT AND SHOE RECORDER 





In what shape 
is your stock? 





OLD out on some sizes and wondering how 
to replace them? 


Can’t see your way clear on a rising market to 
place necessary sized orders with factory? . 


Hesitate to tie up so much money or to buy 
so many shoes? 


Why not take advantage of our merchandising system that 
keeps a stock of shoes conveniently near you? 


You may order as many or as few pairs as your needs 
require. | 


We assume the burden of carrying your reserve for you; the 
risk and expense are ours—the benefits yours, if you take 
advantage of our system. 


Each of the nine wholesale Rice & Hutchins houses has 
complete stocks of the product of our factories. 





WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins St. LonisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston Mass. The Rice & Hutchins Atlanta Co. 
Joseph | Meany & Co., Inc., Philadelphia 





Rice & Hutchins, Ine. 


20 High Street, Boston, U. S. A. 








Nov. 25, 1916 

















